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The Used Car Evil— 


&g need be no evil at all, 15 out of 16 Packard Six owners 

| any more than a used overcoat evil pe to keep their cars a period 
of years, 

; slnalanamnangaieatonn and get out of them the long and 

2 All men have to do, is buy good desirable mileage life that Packard 

: cars and wear them out. has built into them. 


Packard Six and Packard Eight both furnished in ten body types, open and enclosed. Packard’s extremely liberal time- 
payment plan makes possible the immediate enjoyment of a Packard — purchasing out of income instead of capital 
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Addressograph Swells 


‘‘We attribute continued increase in accounts directly to 
Addressograph-ed advertising.”’ 


—Security Bank & Trust Co., Greenwood, Miss. 


‘‘Addressograph indispensable in our Commercial Service 
Department.’’—First Wisconsin Nat’l Bank, Milwaukee. 


“Use It for Multitude of Details!” 


‘‘Now head statements with complete name and address 
in 1/10 time formerly required by stenographer to fill in 
names only. Errors in spelling entirely eliminated! We 
use Addressograph for a multitude of other details.”’ 
—Hillyard (Wash.) State Bank. 


F REE Trial Will Convince You 


ust attach coupon below to your letterhead and mail. 

E trial Machine will be shipped at our expense. Try 

it on all Bank Forms now requiring repeated name 

writing. Others have profited by this FREE trial—you 
can if you act NOW! 


Deposits! 
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TRACE MARK 


General Offices: Factories: Chicago 
908 W. Van Buren St., Chicago Brooklyn London 
Albany 
Atlanta Cleveland Evansville Minneapolis Peoria Seattle 
Baltimore Columbus Grand Rapids Newark Philadelphia Spokane 
Birmingham Dallas Houston New Orleans Pittsburgh St. Louis 
ston Dayton Indianapolis New York Portland St. Paul 
Buffalo Denver Kansas City Oakland Salt Lake City Syracuse 
Butte Des Moines’ Los Angeles Oklahoma City San Antonio Toledo 
Chicago Detroit Memphis Omaha San Francisco Wahpeton, N.D. 
Cincinnati Duluth Milwaukee Oshkosh Scranton Washington 
Canada: 60 W. Front Street, TORONTO Vancouver, Montreal, Hamilton, London, Ottawa 
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personal service 


travelers 
lies the ExtraValue of American 
Express Travelers Cheques 


ON the personally helpful Travel Service which your depositors re- 
ceive when they carry American Express Travelers Cheques often de- 
pends the success or happiness of a journey. 


Practically all bankers take pleasure in recommending American Express 
Travelers Cheques to their patrons who are going abroad. But the ca- 
pacity of the American Express Company to serve the holders of its 
Cheques here in the United States, as well as abroad, is not so fully un- 
derstood. 


The American Express Company is in the travel and tourist business. 
To make it possible for travelers to enjoy traveling more is its first con- 
sideration. It represents all steamship companies, railroads, and hotels. 
Its offices are centers of travel information. Its advice and suggestions 
are competent and helpful. 


It is essentially a travelers’ company, maintaining fully equipped travel 
offices in the larger cities. These, in addition, are supplemented by 26,- 
700 local Express Agents. Your patrons carrying American Express 
Travelers Cheques are their customers. To a stranger getting off the 
train, to a motorist passing through, to a woman traveling alone, or with 
children, these express agents are friends at hand. They are often lo- 
cated where there is no bank. They cash cheques when most places are 
closed. They can secure quick relief if cheques are lost or stolen. Their 
work necessarily makes them the best informed men of the neighborhood. 
They know roads, distances, and can point out restaurants and hotels to 
fit the purse. They are familiar with the town’s history, with the inter- 


esting places to visit, and with the local by-law and speed pitfalls—and 
they are always on hand. 


When, through your teller’s window, you equip your best depositors or borrowers 
with American Express Travelers Cheques—even if it is only for a brief motor trip, 
a rail journey, for a short stay at some resort, or for a plain business trip— you 
automatically place at their disposal the friendly, helpful, Personal Service of the 
American Express—everywhere. 


The policy of our advertising is to direct travelers to the 17,000 banks selling Amer- 
ican Express Travelers Cheques. 


American Express Co. 
_ 6§ Broadway, New York 


OFFICES IN ALL THE PRINCIPAL CITIES 
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The Editor's Indorsement 


Witt we were from the 
side lines the American Institute of 
Banking in action in the Baltimore con- 
vention, there came to mind an = 
from somewhere in our reading: “There 
is no hell like regret for opportunities 
neglected.” 

What a golden opportunity, we reflected, 
is this education which the Institute af- 
fords —for almost 
nothing. And 
how few, rela- 
tively, ofthebank 
men of the United 
States are gras 
ingit. True, the 
membership has 
grown tremen- 
dously —55,000 
now —but it de- 
serves nolessthan 
100 per cent. 

_ The Institute 
is one organiza- 
tion whose con- 
ventions are in- 
Clarence R. Chaney, spiring always, 
apolis, the retiring president especially to 

those of us merel 
looking on. Somehow, it renews our fait 
in the future of young America. It shows 
us men and women who truly respect work 
for the work’s sake and demonstrate an 
honest belief in education as the means 
toward bigger and better work. 


ET’S watch them for a moment at one 
of the departmentals, say Business 
Development and Advertising, in the 
Southern Hotel. The assembly room is full 
and overflowing into the corridor. R. E. 
Hotze, assistant cashier of the Planters 
National Bank of Richmond, is presid- 
ing. He introduces Jesse F. Wood, vice- 
president and cashier of the State and City 
Bank and Trust Company, also of Rich- 
mond. With his subject, “Good Will 
Merchandising,” Mr. Wood gets attention 
instantly. Notebooks have emerged. on 
every side. The speaker, gifted with the 
poise of an orator—and the musical enun- 
ciation of the South—delivers a message 
that willlingerlonginmemory. Thespeech 
itself, however, is but the beginning. He’s 
pledged to stand the fire of discussion till 
the chairman calls a halt. Hence the notes 
and hence the bombardment. There 
were four other speakers at that particular 
session and as many speakers at each of 
three other half-day sessions of the Busi- 
ness Development and Advertising depart- 
mental. 
Now, picture an identical setting at 
seven more departmentals holding forth 
simultaneously in various corners of the 
hotel. That’s concentra- 
tion—in Bank Adminis- 
tration, Bonds and In- 
vestments, Checks and 
Collections, Credits, 
Foreign Trade and 
Foreign Sav- 
ings Banks, and Trust 
Functions. Be- 
lieve us, these 
1,500 delegates, 
men and women 
on the firing line 
representing 55,- 
000 back home, 
are taking some- 
thing out of this 
convention to 
justify the time 
and money that they and their chapters 
have put into it. 
The program followed last year’s plan of 
only two general sessions, on the opening 
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the new president 
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day, July 15, and at the close, J uly 18. They 
were notable for two exceptional addresses, 
Glenn Frank, editor of The _ Century 
Magazine, on ““The New Spirit in Business” 
and Fred I. Kent, vice-president of the 
Bankers Trust a of New York, on 
“Our Nation and Other Nations.” 


T PLAY and sight-seeing around and 
A about historic Baltimore, the A. I. B. is 
equally enthusiastic—theater parties and 
musicales for the ladies, smokers, dances, 
card parties and what not. For an after- 
noon and dinner we were entertained by the 
Maryland Casualty Company, famed for 
its exquisite landscape gardening and its 
most advanced provisions for ideal working 
conditions and employee welfare. There, 
too, we danced and listened to an organ and 
orchestra recital in the beautiful auditorium 
of the employees’ building. 

And finally we sailed down the Chesa- 


peake Bay to Annapolis for an all too brief 
visit to the Naval Academy so rich in 
American history and tradition, and set 
aside a day to see Washington. 

Thus we accepted from Baltimore the 
hospitality for which she is famous, and, 
altogether, experienced a memorable 
convention of the Institute. 


URING the convention, the representa- 

tives of the Financial Advertisers Asso- 
ciation in attendance met in special session 
to discuss plans for the association conven- 
tion in Richmond, October 14-October 16. 
This will be the first of the association’s 
conventions separate from the Associated 
Advertising Clubs of the World which 
convened this summer in London. The 
Financial Advertisers Association is another 
——— whose conventions are invari- 
ably worth while. A record attendance is 
expected in Richmond. H.S 
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Make This Test— 


Proves That the Hupmobile 
the Car for You Buy 


Regardless of how you personally feel, 
or what you know about the Hupmo- 
bile, it is the one car you owe it to 
yourself to investigate before you 
spend your money. More, it is the 
car you ought to buy. 


For the simple but important reason 
that no man who earns his income is 
justified in buying a car till he knows 
that it matches the Hupmobile in 
quality and value. 


The New Way 
to Be Sure 


How are you going to tell, you ask, 
when practically the same claims are 
made for cars of widely different 
characteristics and varying prices. 


That’s true enough—and the answer 
is not there. But the answer is in this, 


and it is definite and concrete: 


There is nothing hazy or misleading 
about the mechanical units and parts 
of a car. And Hupmobile gives you 
now the only hard-headed, practical 
way to get the truth about a car. 


Go to the Hupmobile dealer and 
check the Hupmobile parts displays. 
They show the finished parts and 
units that Hupmobile uses. The Hup- 
mobile specifications are printed 


in black. 


In red, significantly enough, are 
printed the lesser and poorer specifica- 
tions and materials that areoften used. 


There’s no mystery in a car—only 
good or bad design; careful or care- 
less workmanship; costly or cheap 
material—and the sum total of these 


Hupmobile 


Steering Knuckle Assembly 


The Hupmobile steering knuckle 
is drop-forged steel, double heat- 
treated, unusually heavy for 
safety and service. Eachof these 
parts bears the mark of the Brinell 
test for hardness—a further as- 
surance of safety. At this impor- 
tant point lighter forgings of 
lower carbon content are fre- 
quently used. 


Steering knuckle arm is 
drop-forged steel, double 
heat-treated, exceptional 
size. Fitted to knuckle bya 
special taper, nut and key, 
for safety. 


means a splendid buy or a poor buy. 


These are the 
Important Things 


You know the extra value that Hup- 
mobile has always had; its unfailing 
performance over long periods; its 
high resale value. 


These peculiar and distinctive Hup- 
mobile qualities are due to the very 
things you see in the parts displays. 
Make your own comparison—or ask 
the dealer to show you—but do it. 


It is the only way we know of to get 
at the truth and prove conclusively 
that you should buy a Hupmobile. 


Hupp Motor Car Corporation 


Detroit, Michigan 
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Paving the Way Unified Banking 


McFadden Discusses His Bill and, Beyond That, the Needs of 
Banking— Uniform System and Control and a Bureau of Audits 


AKE all of the banking laws of 
the forty-eight states of the 
Union, and not only read, but 


study them carefully. Next, study 
the federal laws governing the or- 
ganization and operation of national 
banks, the Federal Reserve system, 
the Federal Farm Loan Banks and the 
Intermediate Credit Banking system. 

Now amplify your study to comprise 
the hundreds of decisions of state and 
federal courts, interpreting or modify- 
ing these laws. Then, for good 
measure, look up the rulings of the 
Comptroller of the Currency, the bank- 
ing boards of all of the states, and of 
the federal and state bank examiners. 

When you have thoroughly 
familiarized yourself with this vast 
amount of law and regulations, decide 
whether you would enjoy the task of 
attempting to harmonize it; and of 
endeavoring, so far as can be done by a 
single act of Congress, to unify the 
banking system of the country! 

Sure you’re right! Neither would 
many men. Yet there is a very real 
job to be done in that field, and Louis 
T. McFadden, chairman of the House 
committee of Congress on banking and 
currency, has undertaken it. 

Naturally, Mr. McFadden is an 
optimist; but he is not what one 
might term a hopeless one. He 
believes that eventually the entire 
banking system of the country can be 
unified, and he hopes to see unification 
brought about, in the interests of the 
banks and the people of the whole 
country. But he has no delusions on 
the subject—he has no hope of per- 
forming this herculean task in a day, 
a month, or at a single session of 
Congress. What he hopes to do— what 
he believes he can do—is to make a 
good start in this direction; and to go 
as far as is possible by means of a single 
act of Congress. His banking. bill, 
known as House Bill 8887, was favor- 
ably reported for passage at the recent 
session of Congress. That it failed to 
come to a vote before Congress 
adjourned for the summer vacation, is 
no fault of its sponsor, the hard-headed, 


By CHARLES E. DUFFIE 


quick-thinking congressman from Penn- 
sylvania. 

It is conceded that Mr. McFadden is 
well qualified for his job. He has been 
in the banking business for more than 
thirty years. Starting at the age of 
sixteen as “office boy and janitor,” as 


Says Mr. McFadden: 


A unified state and federal sys- 
tem under one unified control, 
will, I hope, finally be created. 

I believe that a bank examina- 
tion should be more than a mere 
examination. It should be an 
audit, free from domination or 
control by any one individual. 


I believe there should be created 
a department of examinations — 
a bureau, if you please to call it 
that—responsible for the audit 
of all of our banks under such a 
unified system as I have described. 


he jocularly puts it, he has steadily 
progressed through all of the various 
posts of responsibility to president. 
In 1914, when elected to Congress for 
the first time, he was president of the 
Pennsylvania Bankers’ Association. 

Mr. McFadden, banker, is also 
farmer—a real dirt farmer, too. He 
lives on and operates a 150-acre farm 
near Canton, Pa., and for the last ten 
years has been part owner and operator 
of a 5,000-acre plantation in south- 
western Georgia, devoted to the raising 
of cotton in great measure, but also to 
diversified farming. Therefore he 
knows the problems of the farmer as 
well as those of the banker; and his 
long association with members of the 
banking and currency committee of the 
House has given him a kind of post- 
graduate course of training which he 
acknowledges invaluable. 

In drafting House Bill 8887, Mr. 
McFadden had behind him years of 
experience in banking, and in framing 
financial legislation as well; for he 


helped to write the laws governing the 


Federal Reserve system, the Federal 
Farm Loan system, the War Finance 
Corporation and the Intermediate 
Credit Banking system—the latter 
created by act of Congress in 1923. 

“Will you tell me what you hope to 
do for banking?” I asked him. 

““Modernize it, for one thing!” he 
replied with a snap of his square jaw.. 

“Do you realize that our national 
banking act, passed at the close of the 
Civil War, has never been brought up 
to date? It has been amended from 
time to time, but no real attempt has 
been made to modernize it. Since the 
passage of that act, scores of other 
laws have been passed. The Federal 
Reserve act, the law creating the 
Federal Farm Loan banks, the law 
authorizing the. Intermediate Credit 
Banking system, and the great number 
of laws of the forty-eight states 
relating to the conduct of private and 
state banks and trust companies and 
similar institutions best serve to mag- 
nify the great need for bringing the 
national bank act up-to-date. House 
Bill 8887 is an attempt to accomplish 
this, so far as it is possible to do so at 
this time, and to make a start, also, 
towards unifying the banking system 
of the country. 

“Of primary importance, in my 
opinion, is the provision of the bill 
which is intended to permit banks of 
the national system to enjoy equal 
benefits and opportunities with state 
banks and trust companies. As the 
law now stands they are at a serious 
disadvantage, in certain states at 
least; so much so, in fact, that not a 
few national banks have surrendered 
their national charters and have be- 
come state institutions. 

‘‘We must realize that this is an age 
of service—and of competition. A 
bank must serve just as efficiently as 
any other business institution or 
suffer the consequences. It meets with 
keen competition; and unless it is in 
position to compete successfully with 
its rivals it is seriously handicapped. 
The limitation of the law which 
prohibits the ownership or operation of 
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branch banks, other than those in 
foreign countries, dependencies or in- 
sular possessions of the United States, 
is one serious handicap. On the other 
hand, the question of branch banking 
is one that,must receive careful con- 
sideration. The laws of certain states 
permit the operation of branch banks; 
and today in the state of California five 
banks alone have 250 branches cover- 
ing the entire state, and control assets 
of more than one billion dollars. Is 
that sound banking practice or is it 
not? 


“AT ANY rate, just what constitutes 

‘branch banking’ is a question open 
to dispute. Many national banks in 
different parts of the country have 
established what are commonly known 
as ‘tellers’ windows at points of vantage 
in cities where they are located. 
These agencies, sometimes 
facetiously designated as ‘fi- 
nancial comfort stations,’ have 
been opened as a matter of 
convenience to customers, or 
to meet competition, in the 
belief that the mere receiving 
of deposits or the cashing of 
checks did not, within the 
meaning of the law, constitute 
the conduct of a banking busi- 
ness. Asa matter of fact most, 
if not all of them were opened 
under a ruling of D. R. Criss- 
inger, former Comptroller of 
the Currency and now Gov- 
ernor of the Federal Reserve 
board. Such authority seemed 
ample. 

“But now a recent decision 
of the Supreme Court of the 
United States seems to cast doubt on 
the legality of the practice. Therefore 
if the operation of branch agencies is 
challenged, the banks operating them 
necessarily will be forced to take one 
of two courses: Either they must 
surrender their national charters and 
become state banks, thus legally re- 
taining the right to operate such 
branches in states where the law per- 
mits, or they must close their so-called 
branches and suffer from competition 
which thelaw would forbid them to meet. 

“House Bill 8887 clears this con- 
fusion by legalizing branch offices 
within the corporate limits of the city 
in which the parent bank is established, 
provided such branch operation is 
approved by the Comptroller of the 
Currency, and provided such branches 
are permitted to State banks under the 
laws of the state in which they are 
located. The bill further provides that 
it shall be lawful for any bank or 
banking association organized under 
state laws, and having branches, to 
become a national banking association 
in comformity with existing laws, and 
to retain and keep in operation such 
branches as it may elect to retain; 


provided, however, that it shall not 
retain any branches that it may have 
established outside of the corporate 
limits of the city. 

“The bill also provides for a simple 
and direct method for the consolida- 
tion of state banks and trust companies 
with national banks, under national 
charters. I believe that the legalizing 
of branch offices of national banks, 
subject to the restrictions of the bill, 
together with the ease of consolida- 
tion effected, will work immense good 
to the banking interests of the country, 
and tend to unify the system to an 


Louis T. McFadden 


extent never before accomplished. If 
this bill does not become a law, we 
face a bad situation. No institution 
relishes being forced out of competition 
with similar concerns; and it is but 
natural that national banks, thus 
discriminated against, should choose 
to surrender their national charters 
and take state charters, rather than 
suffer a loss of business more or less 
severe. If that practice becomes gen- 
eral, what becomes of the Federal 
Reserve system? 

“The national banks are the founda- 
tion of that system. If such banks are 
forced by circumstances and an anti- 
quated law to change to state institu- 
tions, the time will soon come when 
the Federal Reserve system will consist 
chiefly if not entirely of state banks and 
trust companies. The main objection 
to this is that the member banks would 
be operating in part under the different 
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laws of forty-eight states, while the 
others would be operating under the 
national law. Unity of supervision, at 
least, would be lost, causing possible 
complications which may readily be 
imagined. The pending legislation if 
enacted into law will forestall such a 
condition. 

“This question of branch banks is a 
very practical one as can easily be seen. 
During the World War, a patriotic 
appeal was made to state banks and 
trust companies to join the Federal 
Reserve system. Some 1,600 state 
banks and trust companies answered 
that appeal, and were admitted into 
the Federal Reserve system under ex- 
aminations made by state examiners. 
The national banks also discovered that 
under certain conditions they could 
buy or absorb state banks with 
branches, maintain those 
branches, and still remain in 
the Federal Reserve system. 

“A provision of House Bill 
8887 forbids a state bank or a 
trust company to become a 
member of the Federal Reserve 
system if it operates branches 
outside of the city in which the 
parent bank is located; and 
the bill also forbids the admis- 
sion of a national bank that 
operates such outside branches 
after the passage of the act. 
These provisions are intended 
to allay the fears of many 
bankers of so-called ‘Wall 
Street control.’ Under our 
present system we assume 
that state-wide or nation- 
wide banking is not desirable. 
When the Federal Reserve 
system first was proposed, the chief 
idea was that of a centralized bank— 
one principal bank. However, the 
strenuous objection raised against this 
idea forced the adoption of a principle 
exactly opposite — that of decentralized 
control with twelve banks located 
in different districts. Comptroller 
Dawes has urged that if the Federal 
Reserve Board has not now the 
power to refuse admission to institu- 
tions engaged in general branch bank- 
ing, it should be given that power. 
The pending bill covers that point 
fully, providing against what many fear 
would become a monopolistic tendency 
were the practice of general branch 
banking permitted on the part of 
members of the Federal Reserve sys- 
tem. 


“TN MODERNIZING thelaw we have 

incorporated a provision for punish- 
ingindividuals who may, through malice 
or general cussedness, so to speak, 
circulate false reports about a bank’s 
condition, with the intent to cause a 
withdrawal of deposits, or injure its 
business or good will. House Bill 8887 
provides a maximum penalty of $5,000 
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CLEARING HOUSE 


fine or imprisonment for not more than 
five years, or both, for this offense — 
one not now covered.” 

“That seems to be quite as much in 
the interest of the public as of the 
banks,” I observed. 

“Certainly!” was the quick response. 
“Banking is a business of mutual 
interest, important alike to the banker 
and his client. The banks, in the 
final analysis, must operate in the 
interest of the public—if they operate 
only for profit, they fail of their 
highest obligation. Therefore the law 
seeks to promote the interests of the 
whole people as well as the banking 
system. For instance: One provision 
legalizes the dealing in commercial 
securities by national banks. The 
bank customer depends largely on 
the judgment of his banker in mak- 
ing investments—particularly the 
man or woman of moderate means. 
Why should not a bank be per- 
mitted to deal in commercial securi- 
ties, under proper restrictions, as a 
matter of service to its customers? 
Why should it not be permitted to 
own or operate safety deposit con- 
cerns? The new bill legalizes this 
activity, in the interest of both bank 
and customer. 

“Ts there any sound reason why 
a national bank should be for- 
bidden to make a moderately 
long-time loan on improved 
real estate? At present it is 
permitted to make a loan of 
not more than one year. The 
new law proposes to extend 
this time to five years. 

“Another example of the 
antiquity of the national 
bank act is that no penalty 
for making a false statement 
of financial condition as the basis of a 
loan is at present provided. An 
intending borrower can present any 
fanciful statement without fear of 
prosecution. Of course no good banker 
relies solely on such a statement; but it 
is very important. Today it iscommon 
practice to ask a customer whose 
statement is doubted, to take it back, 
verify it, and mail itin. The request to 
mail it in is not to save the intending 
borrower the inconvenience of again 
visiting the bank—it is to facilitate 
prosecution in such a case for using the 
mails to defraud. The bill now pending 
provides a penalty of not more than 
$5,000 fine or not more than five years’ 
imprisonment, or both, for wilfully 
making a false statement. 

“Other provisions legalize the office 
of chairman of the board of directors — 
an office now common in large institu- 
tions, but without legal standing. 
Che certification of checks by proper 
officials at any time during the banking 
day is legalized, provided, of course, 
there are sufficient funds on hand to 
cover the check. At the present time it 


is unlawful to certify a check until after 
all book entries for the day have been 
made—‘not until the amount thereof 
shall have been regularly entered to the 
credit of the drawer, on the books of 
the bank,’ to quote the law. The new 
law substitutes the word ‘deposited’ for 
the word ‘entered.’ 


“THESE are a few of the improve- 


ments I hope at this time to provide 
in the interest of better banking. The 
purpose of it all is that we shall, per- 
haps, achieve a uniform system of 
banking in this country, some time in 
the future—a system with simplified 
state and federal control, under laws 


and regulations agreeable to both 
systems. To my mind this accomplish- 
ment is very necessary. 

‘‘We are a wonderful people. Our 
progress is the envy and admiration of 
the world. Yet our banking system is 
anything but modern. A manufacturer 
will, without hesitation, scrap a factory 
full of machinery if, by replacing it with 
more improved appliances, he can 
speed up production or lower operating 
costs. Yet we have been operating for 
about sixty years under a national 
banking act improved in all that time 
with patches only. It is not only 
desirable, but entirely possible that we 
can, in time, re-write our banking laws 
so that they will be comparatively 
uniform in state and federal operation. 
This particular bill, when enacted into 
law, will lend great. impetus to the 
movement toward uniformity. The 
bill does not cure all defects; it is not 
perfect by any means; but it is a good 
start on the right road, and with it asa 
foundation I believe we will progress 
rapidly in the future.” 

“What does the future hold, Mr. 
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McFadden, in your judgment? What 
improvements may we logically hope 
to see made in our banking system?” 

“A unified state and federal system, 
under one unified control will, I hope, 
finally be created. The Comptroller of 
the Currency now supervises all of our 
national banks; state banks and trust 
companies are supervised by banking 
boards or bank commissioners in each 
of the different states. Centralized 
supervision over the national banks 
certainly is superior to the diversified 
supervision under the state system. If 
it is possible we should unify these two 
systems, with nation-wide supervision 
under a board somewhat similar to the 

Federal Reserve Board. I believe 
that a bank examination should be 
more than a mere examination. 
It should be an audit, free from 
domination or control by any one 
individual. I believe that there 
should be created a department 
of examinations—a bureau if 
you please to call it that— 
responsible for the audit of 
all of our banks under such a 
unified system as I have men- 
tioned. 

“The future’ —and here for 
the first time his eyes grew a 
bit reminiscent—“‘the future 
holds great possibilities. It 
cannot be forecast by any 
man, but I earnestly hope and 
believe —”’ 

“B-r-r-r! B-r-r-r!_ B-r-r-r!’’ 

A small electric bell, just 
above the door of the private 
office, shrilled three long, im- 
perative notes. Representa- 
tive McFadden snapped out of 
the momentary reverie into 
which he had fallen. “Snapped 
out” is used advisedly. During the 
twenty or thirty minutes I was in his 
office the very air seemed charged with 
energy. Louis T. McFadden is the 
most highly charged human dynamo 
I have ever met. Every word he 
utters, every motion he makes, is 
significant and time-conserving. Were 
he less efficient or less concentrated 
on the task before him (whatever it 
may be) he could not withstand the 
terrific demands on his time and energy. 

With the first tinkle of that tiny bell 
he was as much “at attention” as an 
army officer unexpectedly meeting the 
colors. Rising from his chair he held 
out his hand, smiling cordially. 

‘‘We will have to let the future take 
care of itself for the time,” he said. 
“You see I must go over to the House 
now to vote on a bill that’s up for final 
passage. If you'll drop in a little later 
we may perhaps find time to do a little 
prophesying.” 

There is one very good reason for 
believing that House Bill 8887 will 
become a law. That reason is— Louis 
T. McFadden. 
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A Story of Three Men 


Demonstrating Again That Character Is the 


Only Certain Quantity in the Business World 


By ARTHUR 


T WAS “out west somewhere,” a 

place new enough that the home- 

steads were still being proved up 
and market facilities for handling the 
great crops produced by the marvel- 
ously fertile soil were still inadequate. 
A banker and a lawyer had occasion to 
visit the town and neighborhood in 
company and joined in errand, which 
was to effect the best settlement pos- 
sible on a large past due note the 
security for which was rapidly dwin- 
dling to the vanishing point. They 
hired a flivver and were driven six or 
seven miles to the home of the debtor, 
a man we will call Wagoner, because 
that isn’t his real name. 

Wagoner was a tall, rangy man, with 
a heavy mop of graying hair and a 
peculiar twist to his mouth ashe talked. 
The two men stated the purpose of 
their visit, and asked Wagoner how he 
was getting along, how his crops and 
live stock were doing and when he 
could make a payment on the debt. 
As the lawyer and banker—first one, 
then the other—talked, there was no 
hint of closing in on Wagoner and 
every question was asked in a kindly, 
friendly tone. Wagoner had no ob- 
servations whatever to make, it seemed, 
and but one answer to questions: 
“Well, it’d be hard to say, 
exactly.” This reiteration 
began to get on the lawyer’s 
nerves, and finally he said 
with some asperity: 

“Well, Mr. Wagoner, we 
are here to learn your con- 
dition, as a debtor of the 
bank; the insti- 
tution has waited 
on you and ex- 
tended time, and 
it is entitled to 
the information 
we are asking for; 
why don’t you 
tell us?” 

“What good 
would it do to tell 
you?” 

“What good 
would it do? 
Why you’re ask- 
ing for moretime, 
aren’t you, at 
least that seems 
to be your posi- 
tion. At any 
rate, you are not 
making pay- 
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Wagoner —tall and rangy, with a peculiar twist 
to his mouth as he talked 


ments and we as- 
sume you require 
more time. In 
granting it or not 
granting it we have 
a right to know 
what the situation 
is, haven’t 

“*T ain’t asked you 
for more time, have 

“Well, I guess not, 
in sO many words. 
But if you’re not asking for more time, 
what do you intend to do, pay the 
note?” 

“Well, it'd be hard to say, exactly.” 

There he went again! The banker 
moved forward a little then, and in a 
tone such as one would use with a 
child or a very old person, said: 

“Well, Mr. Wagoner, it’s somewhat 
hard to understand your position. We 
have no desire to close out the security 
on this note. It would be better, 
wouldn’t it, if we took a new note, and 
you could put in something additional 
to warrant such renewal, and let it 
ride for a while, say another year?” 

“Close it out if you want to,” said 
Wagoner, sullenly. “Some of the 
stock died and some of it was sold. 
What was sold went 
to you for credit on 
the note. I guess you 
can take the rest ‘and 
we'll call it square.” 

“But the rest won’t 
pay a fourth of the 
debt, Wagoner,” in- 
sisted the banker. 
““You’d still owe the 
balance, and we 
would have a judg- 
ment against you.” 
“Yes, thought 
o’ that,” Wagoner 
replied. “That’s 
why I’m goin’ to 
take bankruptcy. 
Everything but the 
farm’s mortgaged, 
and the farm stays 
mine, anyway, so 
just go ahead, when- 
ever you're ready!” 

The banker 
looked at the law- 
yer, and the lawyer 
looked back at the 
banker. Then the 
two withdrew out 


*‘Name’s A. B. Shaw- 
han," whispered the 
banker to the lawyer, ‘ 
“and I'll bet a hun- 
dred he has no de- $ 
posit in our bank. 
That check’s not 
worth a dime”’ 


of earshot. ‘‘He’s right,” said the law- 


‘yer. exemption laws of this state, 


and most of the others for that matter, 
provide that the homestead cannot be 
touched for debt. He can go through 
the bankruptcy proceeding, wiping out 
every debt, and come out with the 
farm clear. And there’s nothing we 
can do to help ourselves, except talk 
him into giving more security, if that’s 
possible.” 


FTER some hours of fruitless efforts 

at persuasion, the two men returned 

to town, where the lawyer set in motion 

the operations of the law to take what 

could be taken, leaving a heavy loss to 
charge off on the bank’s books. 

Sitting in the hotel of the town that 
evening, awaiting a train for home, the 
banker and the lawyer noticed a young 
man enter and approach the desk. 
near them. His first words to the 
hotel clerk caught their attention. 

“Say, Jack, I’m in a little pinch. 
Expense check won’t be here till 
Saturday, and I got in a little game 
last night—cleaned me. Let me have 
ten dollars, will you, ole scout?” 

“Against the rules. Loans to trav- 
elling men are strictly forbidden. Only 
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thing I could do would be to cash a 
check—if it’s good.” 

“Well, I'll write you a check; that'll 
be all right.” 

‘“‘Who’s your customer here? Get 
him to indorse it, and I’ll cash it.” 

“Say, Jack, I can’t do that; em- 
barrassing, you know, to ask favors of 
customers; check’s all right—I got the 
money in the bank.” 

“What bank?” 

The reply fell upon startled ears, for 
the name of the bank was that of which 
the visitor was vice-president. The 
two men leaned forward to continue 
their listening in. 

“Well, go ahead and write your 
check. Guess it’ll be all right.” 

The banker got up, carelessly strolled 
by the young man and read the name 
as he signed the check, then returned 
to his chair. 

“‘Name’s A. B. Shawhan,” he whis- 
pered to the lawyer. “Of course, I 
don’t know every depositor we’ve got, 
but I’ll bet a hundred he has no deposit 
in our bank. That check’s not worth 
a dime.” 

‘““Going to warn the hotel man?”’ 

“Feel ’s if I ought to,” replied the 
banker. “But what if I should be 
wrong, and he really has a deposit?” 

“You'd be liable to the chap. Better 
stay quiet, I guess. You’re under no 
duty here; you’re not behind the 
counter of your bank; there’s no privity 
of contract or business relation with 
this hotel, aside from paying your 
hotel bill. But, say, I’m getting a bad 
taste in my mouth. If you're right 
about this fellow, and you probably 
are, that’s two crooks we’ve run into 
today!’ And the lawyer spat in the 
general direction of the cuspidor. 


AME aa rattle at the street door, 

twenty feet away. It continued, grew 
persistent, yet no one seemed heedful 
until the lawyer arose and opened the 
door. He looked out, then opened it 
wider, and a queer figure came into 
the room by slow and painful method 
of locomotion that aroused the com- 
miseration of the two visitors to the 
town. Others scarcely glanced at the 
bent and twisted form of the man, 
shuffling’ along on his hands and hips, 
a stamped letter held between his lips; 
they knew him, it seemed. Scarcely 
able to reach the desk top from his 
position, he handed the letter to the 
clerk. 

“Put that in the mail for me, will 
you, Jack?” 

There was a quality in the voice 


hard to describe, yet it made one for- 
get, while listening to it, the legs so 
deformed and distorted that they 


_ doubled back and under him, the hump 


on his back, the thin arms on which he 
had to depend in moving about. The 
lawyer went again to the door, which 
he held open for the crippled man, and 
as the snail like pace reached the exit, 
the lawyer beckoned to his friend the 
banker. All three left the room but 
paused on the walk outside at a ques- 


- tion from the lawyer. 


“You seem pretty badly crippled, 
friend,” he said. “Is there anything 


Came a rattle at the 
street door twenty feet 
away. A queer figure 
came into the room by 
aslowand painfulmethod 
of locomotion that 
aroused the commisera- 
tion of the two visitors 
to the town 


you need — anything I can do for you?”’ 

“For me? Why-—why—” Then, 
as he understood that he was being 
offered alms, a flush came to his cheek 
and shone red in the lamplight coming 
through the window. “No, sir, thank 
you. I don’t need anything.” 

“Pardon me, I’m a stranger here and 
don’t wish to seem rude, but your 
plight interests me. What do you do 
—how do you get along?” 

“Oh, I’m holding down a claim out 
here about ten miles.” 

“Holding down a homestead—but 
you can’t farm, can you?” 

“Oh, no,” laughing. “I teach school 
—just live on this claim, and when I’ve 
proved up, it'll be mine. I get the 
neighbors to do my claim work and 
pay them out of my salary from 
teaching. I havea good time, nothing 
much to do after school, then three or 
four months in summer when school 
isn’t open. What I want to do next is 
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to build me a little better house on the 
claim; just have a shack now, but it’ll 
do for a while yet.” 

A sudden impulse moved the banker. 

“How much would the improvement 
cost?”’ he asked. 

“The house? Oh, I thought I’d put 
about three hundred dollars into an 
addition of one room,” was the careless 
answer. 

“Well, I’m in the banking business; 
here’s my card. When you get ready 
and want to build that house come 
and see me, and I'll lend you the 
money.” 

“Say, that’s funny!” and the cripple 
laughed again. “‘You’re the third 
man that has offered to lend me money 
for that house. But I don’t know yet. 
Won’t borrow it just now, anyway. 
When I want to borrow it, if I do, 
maybe I’ll come and see you. Wanta 
mortgage on the place, will you?” 

“No,” said the banker, firmly. ‘I’ve 
discovered today that mortgages aren’t 
so good, though yours would be, I 
think. I’m coming around to the 
opinion that in banking it’s better to 
have a good, honest man on the note 


and not worry much about the secu- 
rity.” 


ON THE train later, the lawyer 
broke a silence of long duration. 

“Three men, and some difference be- 
tweenthem. Rather, I ought tosay, one 
manandtwoother persons. That crip- 
ple is certainly a man, by any measure I 
know; and neither of the others is what 
wecaliaman. If Wagoner had halfthe 
gumption and honesty of purpose 
possegged by the cripple, he’d be out of 
debt now and well on the road to 
prospe If the drummer had his 
thrift and modesty, he wouldn’t need 
to kite questionable checks. Both 
have more physical powers and gifts 
than the hunchback but —” 

“But the eripple has them both 
knocked for a row of national banks,” 
interjected the hai 
it seems, yet how 
ally is! So easy to 
along, and have peoph, 
offer credit—for some. Amd so hard 
for others, apparently. It all comes 
right back to the old proposition. I 
drift away from it, but something like 
our experiences of today brings me back. 
Character is the only certain quantity 
in the business world; nothing can take 
its place.” 

“Right,” replied the lawyer. “And 
say, meeting that cripple improved 
the taste in my mouth wonderfully!” 


advertising in all its phases. 


“The convention of the Financial Advertisers’ Association will be held in Richmond, Va., October 14-16, separate and 
independent of the Associated Advertising Clubs of the World. Three full days will be devoted to discussions of financial 
It is our desire to have an attendance of 400 to 500 bankers and investment bankers. I 

feel quite sure that if we are able properly to present reasons why this convention should be fully attended, it will do 
more for financial advertising as a profession than any of our previous convention efforts.’’—Gaylord S. Morse, President. 
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The Institute, Twenty-four Years Old and Its Work Scarcely 
Begun, Plans for a New Year of Education Unsurpassed 


N OCTOBER, 1924, the American 
I Institute of Banking begins its 

twenty-fifth year. This is equiva- 
lent to saying that the first generation 
of the Institute has already passed. 
The term “generation” is of vital 
importance in any organization made 
up of young men and women who serve 
in a professional capacity. It means 
that the time has arrived when hun- 
dreds of bank clerks have been made 
heads of departments, assistant cash- 
iers, cashiers, vice-presidents, and presi- 
dents of their banks. 

Time has indeed been generous in 
recognizing the young students of 
yesterday. Today hundreds of bank 
executives look back with gratitude to 
their student days. Above their desks 
the Institute certificate should have its 
place as a silent reminder of the hours 
dedicated to inspiration and faith, for 
in this very success there is a danger 
that the busy days will reduce the 
ardor of Institute enthusiasm. Never- 
theless, the organization continues to 
look forward with supreme confidence 


By STEPHEN I. MILLER 


National Educational Director 
American Institute of Banking 


to the leadership and inspiration of its 
graduates. 

At the twenty-second annual con- 
vention in Baltimore was outlined an 
educational program for the coming 


year—a program more ambitious and- 


extensive than for any preceding year. 
The Institute has accepted the slogan 
that ““We must go farther and go better 
than ever before.’ There are four 
broad phases of the coming year’s 
work: 

First, betterment of the standard 
courses. The educational accomplish- 
ments in every class will depend upon 
the ability, inspiration, and teaching 
strength of the instructor. A great 
teacher is more valuable than a great 
scholar. <A careful selection of the 
teaching staff constitutes the first step 
in any educational program. Institute 
classes are made up of young men and 
women who think and live in terms of 


their daily practical problems. 
Theories and principles that are de- 
tached from the experience of the 
students can never become a part of 
their education. On the other hand, a 
mass of facts and of practices that are 
not organized into a structure will be 
lost long before the course is completed. 

There is no place in the Institute for 
abbreviated courses. Subjects such as 
economics, banking, and law require 
their full quota of time. Without a 
good and substantial groundwork in 
these subjects, advanced work is im- 
possible. The Institute requires forty- 
two hours of work in every course as a 
basis for the certificate of graduation. 
Time is a relentless master that will 
punish any student who attempts a 
“‘crosscut”’ in education. 


DUCATION means an elimination 
of those who will not develop pa- 
tience, character, mind discipline, and 
time-thrift. In every field there is more 
seed planted than will ever mature in the 
harvest period; in every class there will 
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Eleven 
equipped to act as a trustee than an 
individual. Every year a_ greater 
number of persons create trusts by 
will. The Institute would be unmind- 
ful of its responsibilities if a course in 
trust functions were not available. 
This is another special field of bank- 
ing for which training is essential. 
Few people realize that the saving 
power of the United States approxi- 
mates five billion dollars annually, and 
that investments in foreign securities 
alone amount to several hundred 
million per year. The growth of our 
economic system indicates the neces- 
sity for a broad spread of corporate 
ownership. Only in this way will 
America be able to finance large enter- 
prises and enlist the sympathy and 


always be found several students who 
cannot or will not accept a full measure 
of responsibility. Even in this elimina- 
tion, the American Institute of Bank- 
ing serves a most useful purpose. 
Every bank executive may find in the 
class work a crucial test of the enthusi- 
asm and ambition of his employees. A 
young man who lacks the vision to 
prepare for the future is not apt to fufill 
the banking requirements of the years 
tocome. However, let this be put down 
as a fundamental fact that not all who 
become discouraged merit elimination. 
Some of the greatest characters of 
history have been “salvaged’”’ from 
discouragement and even despondency. 
The test of an organization is to be 
found in its power to make men and 
not in its record of membership mor- 
tality. Careful registration of stud- 
ents, organized follow-up of delin- 
quents, and the assignment of definite 
work to every member of the class will 
ever remain the task of good chapter 
officers and conscientious instructors. 

Second, the development of advanced 
courses. When a foundation has been 
securely laid in banking and economics, 
the education of the Institute has 
ju-t begun. Long before the Standard 
certificate has been obtained, a young 
banker should know the particular 
field of his profession to which his life 
will be devoted. Advanced, specialized 
courses are challenging the ambition 
and vision of the Standard graduate. 
The course in Credits is ready for the 
man who aims to qualify for this 
important work. 

But a credit man must not overlook 
the fact that a thorough training in 
accounting is as necessary for his work 
as a knowledge of mathematics for the 
profession of engineering. Every day 
finds the banker more and more 
identified as a business administrator. 


COURTESY, A. T. HUIZINGA 


The interpretation of financial state- 
ments and the analysis of the future of 
a business are dependent upon account- 
ing knowledge. It must not be assumed 
that the auditing department is the 
only phase of banking interested in 
accounts. The Institute has taken this 
fact into consideration in including the 
Accounting course in its curriculum. 


were the growing complexity of 
law and business, trust companies 
are becoming more and more necessary. 
Formerly people appointed their per- 
sonal friends to act as trustees and 
manage their estates. There is always 
a very great danger that a friend may 
die, become ill, or be unqualified to 
manage property successfully; he is 
likely to be too busy with his own 
affairs to assume the responsibility of 
an estate. One can readily say that a 
well organized, financially responsible, 
perpetual corporation under strict 
supervision of the state, such as a trust 
company or qualified bank, is better 


The landing and the official photograph at Annapolis 


co-operation of the masses. A public 
utility, railroad, or industrial with its 
shares of stock and bonds distributed 
in many hands is not likely to face an 
antagonistic public opinion. It may 
also be said that an industry with a 
carefully planned personnel depart- 
ment is not likely to face serious 
problems. 

Any nation that desires to promote 
its foreign trade will have to give 
special attention to foreign credits. 
This is another reason for the growing 
demand for a knowledge of investments. 
The investment and general banker 
may intelligently look forward to an 
expansion and popularization of securi- 
ties far beyond the market of today. 
This field of work will call for the 
highest development of professional 
spirit and knowledge of economics and 
finance. A course in Investments has 
already anticipated this great demand: 

Public speaking classes in the In- 
stitute are becoming more and more 
popular. Closely related to public 

(Continued on page 35) 
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Ideas That Pull Through the Window 


Sources and Development of Window Display in a Wisconsin 
Bank Notably Successful in Reaching the Man on the Street 


the little window?” 
“Yes, have you noticed it?” 

“T should say I have. I never miss 
a Saturday. Make it a point to walk 
by every week just to see what new 
idea you’ve worked out.” 

That comment is typical of hundreds 
we've heard in the last few months 
every time the Commercial National 
Bank was mentioned. Not that ours 
is the only bank in the city with a 
window, but ours is the only one in the 
city that is making continuous use of 
its windows to sell the service it has to 
offer through effective displays. 

Our bank in Madison, Wis., is ex- 
ceedingly fortunate in its location. It 
stands facing the Capitol Square, right 
at the head of State Street, the main 
artery into the western part of the city. 
Thousands of people must pass our 
doors every day. What time could be 
more opportune to reach these logical 
customers of ours than the moment 
they are passing our bank door where 
they can act without delay upon the 
suggestion to open an account or rent 
a safe deposit box? What place could 
be more fortunate for driving home the 
“clincher” in our sales talk than right 
there in front of our bank door? That 
is where our display window meets our 
prospective customers—right at the 
door where it is only a step to the pen 
and ink on the New Account Desk. 

And we do know that our window 
gets quick and direct results. Many 
of the people who come in to open new 
accounts mention our windows. Dur- 
ing our drive for Christmas Savings 
Club accounts in December and Jan- 
uary I took occasion several times to 
stand across the street to watch the 
crowd in front of our window, and time 
and time again I saw people sidle out 
of the crowd and slip through the door 
to the Christmas Savings Club windows 
where they acted on the suggestion the 
window had given them. 

To catch the crowds and to get re- 
sults, each window display must, how- 
ever, be an “attention getter.” It is 
not enough to fill your window with 
banks and pass books. They are your 
ordinary stock in trade and the public 
generally is not interested in them. If 
the retail merchant filled his windows 
with bolts of fancy wrapping paper, 
hat boxes or shoe boxes he might ex- 
pect just about as good results as the 
banker who relies solely on pass books 
and home banks for his display. For 
the pass books and banks are merely 


* Ori SO you’re from the bank with 


By KENNETH E. OLSON 


Commercial National Bank, 
Madison, Wis. 


wrappers for the things the public 
wants—the things they may expect to 
get with their savings. 

Perhaps a great deal of the success of 
our windows must be attributed to the 
fact that we make them talk the lan- 
guage of the customer, not the banker. 

Last fall, for instance, when our 
Madison stores held their annual fall 
opening and displayed their new fall 
styles and fabrics, we tied our window 
right up to the occasion. Co-operat- 
ing with a near-by department store, 
we borrowed a beautiful gown, some 
new fall hats, gloves, hosiery, furs and 
other women’s accessories. The store’s 
display man helped us decorate the 
window and promptly at 7 o’clock 
that evening when all the stores in the 
city unveiled their displays, we un- 
veiled ours, too. The novelty of such a 
display in a bank window caught the 
attention of thousands of window 
shoppers who stopped and looked 
closer to see what a bank could be doing 
with a display of women’s gowns and 
furnishings. Right there we drove 
our message home, for a carefully 
worked out budget chart showed how 
part of every month’s income should be 
set aside in a savings account for 
clothes so that when fall and spring 
openings came around there’d be 
money available to buy the things one 
wanted. Always we talk of the things 
a savings account will bring, not thrift 
just for thrift’s sake but for the joys 
and comforts it will provide. 

Savings accounts, of course, offer the 
most general appeal to the public, and 


‘probably the majority of our displays 


are built around this appeal in one 
form or another. 


ON E of our displays which attracted 
a great deal of attention was our 
spring planting window. In a large 
sheet metal tray which exactly fitted the 
floor of our window, we built our 
garden, soil and all. Half of the gar- 
den we turned over to Mr. Working 
Dollar, a doll dressed in clothes fash- 
ioned cleverly out of dollar bills. The 
other half of the garden we turned over 
to Mr. Idle Dollar dressed in the same 
fashion. A realistic wicket fence sepa- 
rated the two gardens. Mr. Idle 
Dollar loafed lazily on a cracker box in 
a corner of his plot idly smoking a 
cigarette while his garden lay before 


him absolutely bare and neglected, 
baked hard, with not a sprig of green 
anywhere in sight. Mr. Working Dol- 
lar, on the other hand, was hard at 
work hoeing in his garden and from out 
the even furrows there sprang row on 
row of nickels, pennies, dimes, quarters 
and half dollars rising out from every 
hill of green. Two little cards com- 
pleted the display, one of which carried 
the old familiar little rhyme, “Idle 
Dollars just dribble away, Working 
Dollars soon Double your Pay.” The 
other read: 


Do Your SprRING PLANTING Now 
Put your Dollars to work in a 
Savings Account 
here 
and they’ll soon double with 
Interest. 


That display held crowds the entire 
week and there was a marked increase 
in the number of savings accounts 
opened that week. 

In our search for ideas for new win- 
dows, we always try to get something 
different—something out of the ordi- 
nary. One of our windows that was 
decidedly ‘different’? was our poker 
hand display. The idea was not 
original with us, for we took it from a 
window display card used by one of 
our men’s furnishing stores which pro- 
claimed in poker parlance, using cards 
where possible for words, that “If you 
put on a (Suit) like this you’ll look like 
a (King).” 

With that as a suggestion we ampli- 
fied the idea and converted it into a 
savings talk that read like this: 


YOUNG MAN! 

Let us give you a (straight) tip. — 
You don’t need to be (flush) with 
(Jack) to win a (Queen). Banka 
(Five) or (Ten) here every pay 
day and you'll soon have a pot 

so big it will make you feel like 

a (King), put you (Ace) high with 
your (Queen) and make the rest of 
the spenders look like the (Deuce) 

How About it Girls? 


The actual poker hands_ were 
mounted in the place of the words en- 
closed in parentheses and the whole 
display was mounted on a large poster 
that filled almost the entire window. 
Home banks were used as a further 
tie-up. 

That window, simple as it was, 
proved one of the best attention getters 
that we ever had. Crowds filled the 
walk before that window every day. 
It was surprising to see how many 
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CLEARING HOUSE 


A budget window, and June brides. Says the tie-up: ‘If you wed in the merry month of June, make a business partnership. 
A joint checking account here will make your new home run smoothly”’ 


achieve real happiness. 


people knew how to play poker. Every- 
one stopped to read the legend through. 
Staid old grandfathers brought their 
cronies up town to see the display and 
to hear them figure it out. Even dig- 
nified old ladies, who looked as if they 
must surely belong to some ladies’ aid 
society, betrayed themselves by stop- 
ping to decipher it. The young people 
gathered in droves and everyone got a 
smile or a laugh out of it. 


PEOPLE like a display that offers 
them something to figure on. A 
budget window if properly worked out 
will always get attention and you'll see 
many a young husband or wife stop to 
jot down the percentages you recom- 
mend. During the week of our budget 
window, a large number of people came 
into the bank to request that we 
estimate budgets for them for their own 
households. 

As the background for our display 
we erected a large circular chart divided 
into seven quadrants to represent the 
share each of the seven budget items 
should be allotted out of the income. 
Because our city is the seat of the state 
university and also the state capitol, 
our cost of living, particularly in regard 
to rents, is a little out of proportion to 
the figures that would hold for other 
cities of our size. It was necessary, 
therefore, to adjust the usual budget 
schedules to conform to our living 
costs. The percentages we finally 
arrived at on a $30 a week income 
were: Food, 20 per cent; rent, 30 per 
cent; savings, 10 per cent; clothes, 10 
per cent; household operating ex- 
penses, 12 per cent; education and 
recreation, 7 per cent; extras, 3 per 
cent. 

Above the chart was the caption, 
“How to Spend and Save on $30 a 
Week.” At one side was the slogan, 
“Don’t spend it all” and on the other 
side this little message: ““That 10 per 


A 


cent Saved spells the difference be- 
tween Success and Failure.’”’ Below 
was our clincher, ““Open your Savings 
Account here Today.” 

To make the display more graphic 
we fastened to each quadrant of the 
circular chart a red ribbon leading to 
a card in the foreground to translate 
its percentage into its dollars and cents 
share of the $30 per week. The first 
card read: ‘“‘Food—$8.40” and before 
the card was stacked the actual money, 
$8.40 in silver. The other cards in 
their order read: ‘“‘Rent—$9,” “‘Sav- 
ings—$3,”’ “Recreation and Educa- 
tion— $2,” “Clothes— $3,” ‘“‘House- 
hold Operating Expenses— $3.60,” 
“Extras—90 cents,”’ and each had piled 
before it the actual money called for. 

The display was a real “attention- 
getter’ and for weeks afterward, people 
came in to get the percentages we had 
worked out in that window. 

Washington’s and Lincoln’s birth- 
days and other holidays offer oppor- 
tunities for interesting windows. Dur- 
ing the week of Washington’s birthday 
last spring we arranged a historical dis- 
play that attracted a great deal of at- 
tention. We are fortunate in having 
in our city the state historical library 
and museum but almost any commu- 
nity can produce some old heirlooms and 
war relics that might be tied up in the 
same way. We obtained an old foot 
stove such as the colonists used to 
warm their feet during the long church 
services, a cannon ball from Fort Moul- 
trie, a Revolutionary War powder horn 
and shot flask, an early colonial candle 
mould, a Paul Revere lantern, a flint- 
lock dragoon pistol and an old musket 
or two. These relics were grouped 
about a central poster displaying a 
flag-draped picture of Washington 
above one of his thrift maxims. With 
each relic was placed a little card telling 
its story. The whole display was tied 
up to two larger posters placed one on 
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It’s the only way to 


each side. The first of these read: 


Nearly Two Hundred Years Ago 
These relics played their part in days 
that made history. 


Today we value them for their.historical 
associations but in actual value they are 
worth little more today than then. 


The other poster in marked contrast 
read: 


192 Years Ago 
If $100 had been deposited on February 
22, 1732, the day Washington was born, 
and allowed to accumulate at 4 per cent 
interest compounded annually it would 
have grown today 


to 
$186,364.39 


Ribbons connected both of these 
posters to a smaller card at front center 
which read: 


Let 
4 per cent Compound Interest 
work for you here 
You can open your account for any amount 
Start Now! 


People like anything historical and 
crowds stopped to read through every 
word of that display. Our officers 
were so impressed with the attention it 
brought that they insisted that it be 
allowed to stand for ten days. It was 
still pulling strong when we took it out 
to make room for another. 


N UNUSUAL tie-up to the appeal 
for vacation savings accounts was 
our butterfly window. We had been 
holding this display in readiness end the 
first warm day in March we put it in 
our window. Small boys had started 
playing marbles and spring was in the 
air. Everyone in the bank was talking 
vacation plans, so we knew our display 
was timely. 

From a woman customer of ours who 
had made a hobby of collecting butter- 
flies and who had travelled all over the 
world to get specimens, we acquired a 
beautiful display of gorgeously colored 
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moths and butterflies. India, China, 
Africa, the tropics of South and Cen- 
tral America all had contributed to the 
brilliantly colored assemblage. To this 
we added a number of our own Wis- 
consin butterflies to give a touch of 
local color. Each specimen had been 
carefully mounted on _plaster-paris 
casts to show the coloring to the best 
advantage. On a background of purple 
velvet built up in tiers we arranged our 
display grouping it about a center 
poster which read: 


BUTTERFLIES 


Will Soon be Breaking From Their Cocoons 
Time now to begin planning your summer 
vacation if you haven’t already done so. 
Put aside $5 a week from now on in a 
Vacation Savings Account 


Here 
And you'll be able to take the kind of a 
vacation you want this summer. 


It was a beautiful display. Thou- 
sands of people stopped to admire it, 
came closer to inspect the gorgeous 
specimens and read our little message. 
It got results, too, for we enrolled a 
number of new vacation accounts. 


OT all of our displays, however, are 

built on savings appeals, for we use 
our window to promote business for all 
departments. Safe deposit boxes offer 
an unlimited field for good displays. 
One of our most effective ones was the 
“Burning Home” window. From one 
of our local real estate firms we ob- 
tained a miniature bungalow. This 
we placed in a realistic setting of lawn 
and garden with pretty hedgerows and 
white walks. Inside of every window 
and door of the little house we pasted 
small thin streamers of red and yellow 
crepe paper. An electric fan was 
placed inside the house and the air 
currents fanned the little streamers 
until it appeared as if tiny tongues of 
flame were licking at the house from 


get anywhere 


out of every window and door. From 
a distance of a few feet the effect was 
so realistic that you could have sworn 
the entire house was in flames. A half 
burned drawer full of charred pages 
completed the display. The tie-up, of 
course, was easy. The poster back of 
the display read: 


YOUR HOME 


May be Covered by Insurance 
But that does not Protect 
Your Valuable Papers 
For less than a cent a Day You can 
Safeguard your valuables in our strong 
fireproof Safe Deposit Vault. 
on’t Delay—Get your Box Today. 


Another safe deposit window was 
built on a historical display of early 
fire-fighting apparatus. Our local fire 
chief co-operated with us in collecting 
the material for this window and made 
the round of his fire stations to gather 
up all the old trophies and relics he 
could find. He himself contributed 
one of his prize treasures, the only 
picture in existence of the old Madison 
Hose Company No. 2, the city’s most 
famous volunteer organization of the 
early days with its members dressed in 
their gay regalia of blue trousers and 
red coats, patent leather belts and 
plumed helmets, every officer armed 
with a beribboned trumpet. With this 
as the background of our window we 
built up the rest of our display out of 
the old relics we had collected, gay old 
helmets, belts, trumpets, fire nozzles, 
axes, pictures of the old “‘pumpers,”’ 
bits of equipment that had been used 
in some of the city’s historic fires, even 
a dozen forks that had been melted 
together in the San Francisco fire and 
earthquake. Each object had its little 
card explaining its history. Our tie-up 
in the center poster read: 

FIRE! FIRE! 


A cry in the night! 
A wild rush for Safety. 


his home run record. Many of our depositors are also out to reach new 


THE BURROUGHS 


No time then to think of your important 
papers or other valuables. 
rotect them today and Save Worry by 
renting 


a 
Safe Deposit Box 
Here 
“A Penny a Day will keep Worry Away.” 


ANOTHER safe deposit window — un- 
usual, but one that could be worked 
out by any bank—took its point from 
every animal’s instinct for the protec- 
tion of the things it holds dear. From 
a local fur shop we got a mounted 
coyote standing with its fangs bared as 
if defying intruders. We built up a 
dirt base for our window and a back- 
ground of grass and brush. Into this 
realistic setting we placed our coyote 
standing guard over some half-buried 
bones. The tie-up was a single poster 
reading: 
Even Animals Safeguard 
Their Valuables 


If you have things you value, bonds, 
deeds, contracts certificates, insurance 
papers. don’t take a chance on theft or fire 

ut place them in a Safe Deposit Box 
Here Today. 

You can rent one for a whole year for 

only $2.50. 


The advantage of having a checking 
account and paying all bills by check 
has of course served as the basis for a 
number of good window displays, for it 
is one of our best selling talks. We 
have had windows showing how ma- 
chine-made statements keep customers’ 
accounts in balance continually; win- 
dows showing the advantages of check- 
ing accounts to housewives, business 
men and business women; educational 
windows on the origin of the checking 
system. But the display that was 
perhaps most unusual and won the 
most comment was the one entitled 
‘From Wampum to the Check Book.” 

For the materials for this window we 
were indebted to the curator of our 

(Continued on 
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Just a few of Ford’s 70,000 in the lobby at shift time and in the street as we look down on them from the bank’s windows 


Specialized Service for Shop Men 


How a Highland Park Bank Meets Service Problems for Ford 


Motor Employees, Who Form 70 Per Cent 


BANK for the working man; the 

man of the pay envelope— that’s 

the idea behind the Highland 
Park State Bank, of Highland Park, a 
suburb of Detroit. 

Conveniently situated in various 
sections of the suburb are six branches 
of the Highland Park bank, but the 
main banking rooms occupy a hand- 
some gray limestone building on Wood- 
ward Avenue, directly opposite the 
main huge plant of the Ford Motor 
Company — and thereby hangs the tale. 
Had it not been for the Ford factory 
and Henry Ford, the bank would never 
have existed. 

In 1909, Henry Ford and James 
Couzens, then associated with Ford, 
with farseeing eyes conceived the idea 
that a savings bank located near the 
Ford plant would be good for the 
employees of that plant, as well as for 
their employers. The thought was 
father to the deed and in July, 1909, 
Ford and Couzens organized the 
Highland Park State Bank. 

The bank’s first home was a small, 
far from imposing, brick building. By 
1913 business had outgrown the quar- 
ters, so that the bank erected an 
addition. 

In 1915 even these enlarged quarters 
had become entirely inadequate, so the 
bank started work on its present home. 
This structure, by the way, was built 
up around the former building, in 


which business was conducted as usual. 


until the new building, except for the 
lobby space, was ready for occupancy. 


By CLAYTON B. TROST 


Then the older structure was torn down 
and the debris hauled out the new front 
door. 

Now to get back to the main idea— 
service to the wage earner, principally 
the employee of the Ford automobile 
factory. That idea has continuously 
formed the basis of the bank’s policies; 
and although it now serves persons in 
almost every walk of life, the growth of 
the institution has kept pace with the 
growth of the Ford Motor Company. 

Now, let’s see just how it serves the 
factory worker—the shop man whose 
pay envelope is filled by Henry Ford. 


[HE Highland Park plant of the 
Ford Motor Company pays its wage 
earners, approximately 70,000 of ’em, 
every day. 

Under ordinary conditions the Ford 
factory men work in three eight-hour 
shifts, “staggered” over a period of an 
hour at each relief, to minimize the 
congestion that would result if the 
nearby streets were suddenly flooded 
with more than 20,000 workers. The 
first day crews go to work at intervals 
between 7 and 8 a. m.; and are relieved 
between 3 and 4 p. m. by the second 
shift which, in turn, is relieved by the 
third shift between 11 o’clock and 
midnight. 

The business hours maintained by 
most banks, it is clear, would make it 
impossible, or at least most inconven- 
ient, for the men to deposit any part 


of Its Depositors 


of their pay each day, or, likewise, to 
withdraw money. 

To meet this condition the Highland 
Park State Bank maintains the follow- 
ing business hours—9 a. m. to 5 p. m. 
daily, except Saturdays. On Saturdays 
the hours are 9 a. m. to 12:15 p. m., 
and on Monday evenings, the doors of 
the bank are open for two additional 
hours—6 to 8 o’clock. However, the 
tellers, by alternating, balance at 
3 o’clock every afternoon, the closing 
hour of all Detroit banks, and deposits 
or withdrawals made after that time 
go on the next day’s business. 

But this schedule of business hours 
is only one of the conveniences offered 
the shop man. 

One of the most important of the 
bank’s functions is the mortgage 
department. Here, at an interest rate 
of 6 per cent, any depositor in good 
standing may get a loan on his home; 
and the loan he may pay off at as low 
arate as 5 per cent of the principal each 
year. Most of the mortgages are for 
five-year periods but the bank will 
extend them past their maturity date 
without extra charge. In only three or 
four instances has it been necessary for 
the bank to foreclose. 

At many banks the wealthy business 
man or other large depositor ordinarily 
cannot find free legal service; but every 
customer of the Highland Park bank 
is entitled to legal advice and aid, 
without charge. For this purpose the 
bank employs an attorney—W. A. 
King. If a customer is negotiating, 
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say, for a home, Mr. King will look 
after the legal details from the begin- 
ning to the end of the transaction. A 
tenant may also refer a dispute with 
his landlord to Mr. King. 

The bank collects rents or payments 
on land contracts, for a very small 
charge, and most conveniently for the 
owner as well as tenant. Suppose the 
owner of a property is out of the city. 
Perhaps the tenant carries no commer- 
cial account and doesn’t know how to 
write checks. The best he can do is to 
lay a little money away in his savings 
account now and then. Perhaps, too. 
he doesn’t know where his landlord is, 
He goes to the bank and pays his rent 
there. The bank issues a duplicate 
deposit slip; and the slip becomes the 
tenant’s receipt for his rent. At the 
bank, also, the shop man can pay his 
electric light, gas and telephone bills. 


4 EN there’s the foreign department. 
The foreign department occupies 
separate quarters in a building a block 
from the main bank. The department 
will book passage to any foreign country, 
order cabin reservations and conduct 
all necessary negotiations with rail or 
steamship companies. Similarly, if a 
shop man has relatives in a foreign 
country, the department will arrange 
for their prepaid passage to the United 
States. 

But arranging passage to and from 
other countries is just one of the foreign 
department’s many accommodations. 

Due to the number of foreign-born 
employees in the Ford factory, the 
department does a tremendous busi- 
ness. These shop men buy great 
quantities of foreign money, the Italian 
lire heading the list; and they buy, also, 
large amounts of foreign securities. 

Many of these securities are safely 
stowed away in the bank’s safety 
deposit vault, the largest in High- 
land Park. The main vault contains 
more than 4,800 boxes, 


THE BURROUGHS 


at their following hotels— 


modations being absolutely assured. 


the reservation will be made immediately. 


HIGHLAND Park, MICH. 


= == 


A Personal Service 
for Our Depositors 
Hotel accommodation in New York City is increasingly difficult to ob- 


tain, and with the desire to render a useful personal service to our depositors, 
we have arranged with the BowMAN HOTELS to make reservations for us 


THE BittmMore, THE BELMONT, THE ComMoporE, THE ANSONIA. 
Reservations made by us will receive preferential attention, accom- 


Telephone Highland Park State Bank stating your requirements, and 


HIGHLAND PARK STATE BANK 


The motor company rarely permits the distribution of any kind of advertising through the plant. 
‘“*Are You the Man?” was an exception — a savings success story of a Ford employee 


concerns only the customer’s conven- 
ience. If he is planning a trip to New 
York and hasn’t the time or inclination 
to arrange, in advance, for hotel 
accommodations, the bank will do it 
for him. If he wants to attend a 
theater when he gets there, the bank 
will arrange for the tickets. 

The bank undertakes not only to 
serve its customers by contributing to 
their convenience in financial matters, 
but also to protect them against losses. 
As explained by the assistant cashier, 
William A. Mayberry — 

“During the early years of the bank’s 
existence, salesmen of worthless or 
insecure stocks and securities of various 
kinds, reaped a harvest from the 
factory workers. Oil stocks and the 
stocks of various finance companies 
found the readiest sale, but practically 
every kind of security found a market. 
Then, too, there was a marked tend- 
ency among the factory men to buy 
real estate more or less blindly, and in 
this manner much money was lost. 
The men didn’t figure on marketable 
value, taxes and improvements, with 
the result that a majority of them 
couldn’t meet these expenses and lost 


their property. We exert special 
efforts to nip such sales in the bud; to 
get to the ‘prospect’ before he buys. 
Other agencies have helped in this 
work and our combined efforts have 
resulted satisfactorily. Shyster sales- 
men don’t haunt the vicinity, as they 
used to, waiting for the factory workers 
to come out with their pay envelopes 
in their pockets. We also keep a sharp 
lookout for these salesmen in our lobby. 
when it is crowded, and when we do 
spot one of them he usually leaves 
promptly. We have gradually driven 
most of these fellows from the neigh- 
borhood, but it has taken lots of educa- 
tional work to do it.” 

So much for the special service for 
the working man; now for the manner 
in which the bank administers and 
protects its 59,000 accounts, of which 
70 per cent belong to employees of the 
Ford factory across the street. Most 
of the accounts are savings. 


MANY of the depositors cannot write 
English; many cannot speak Eng- 
lish. Until three years ago this class of 
depositor was a vexing problem. Then 
the bank installed the finger-print 
method of identification. 


while at the five branches 


there are 1,342 more, at 
rentals ranging from $3 
to $10 a year. 
Adjoining the vault 
are a number of coupon 
rooms, each equipped 
with a desk and writing 
material. Here the renter 
may inspect the contents 
of his box at his leisure 
and with absolute pri- 
vacy. A fair-sized con- 
sultation room, equipped 
with a large table, com- 
fortable chairs, pens and 
ink, provides a place 
where family groups may 
take their boxes and dis- 
cusstheirpersonalaffairs. 
On thescore of personal 
affairs, there is a purely 


Under the old method 
there were several ways 
of defrauding the bank 
of these accounts. 

“For instance,” ex- 
plains Mr. Mayberry, 
“‘let’s assume that two 
men are roommates. 
One of them has a 
savings account here; 
perhaps both of them 
have accounts. Chances 
are they grow intimate 
and confidential in their 
personal affairs. One of 
them, in some way, gets 
his roommate’s pass 
book. From a letter or 
other source he also gets 
a copy of his signature. 
He practices the signa- 
ture. 


gratuitous service that 


**“Under our old 
Continued on page 40) 
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The Focal Point Bank Accounting 


The General Books, Where the Vital Figures of Control Are 
Assembled and Accuracy Is Paramount—the Systems in Use 


Mi of a bank’s accounting system - 


leads to one point, the general 
books. Here are assembled the 
control figures to which each depart- 
ment must balance and which portray 
the condition of the entire institution. 

Because of the importance of the 
figures and the fact that the number of 
items handled is relatively small, many 
banks have been more conservative in 
this branch of their work than in al- 
most any other department. How- 
ever, labor costs are a factor that can 
not be entirely disregarded. This, to- 
gether with the desire to assemble and 
balance the figures promptly so that 
they will be available for the officers, 
are bringing the gradual introduction 
of more rapid methods. 

In small banks the JOURNAL or 
CASH book may be the initial point 
in the accounting machine. Loans as 
made or paid off are entered with a 
brief description, direct into the 
JOURNAL. In the same way other 
general book entries, as they arise, are 
written in. The book lies open to any 
of the force for ready reference. The 
total of credits and of debits to indi- 
vidual accounts, the figures for cer- 
tificates of deposit, and any other 
type of entry that arises with sufficient 
frequency to warrant a register, are 
added at the end of the day as totals. 

The cash from the preceding day is 
entered in the credit column and the 
amount on hand, by count, at the close 
of the current day is entered in the 
debit column. (See footnote.) Ifthe 
debit and credit columns balance, it 
proves the work of the entire bank. 
The figures are then posted from the 
journal into the general ledger. 

This is one of the simplest methods 


By FRANK LOOMIS BEACH 


Auditor, Hibernia Commercial & Savings 
Bank, Portland, Ore. 


of bank accounting and serves the 
purpose when only two or three men 
are making entries. When the bank 


‘grows into the city class, however, it is 


not practical nor advisable to require 
all employees to stay and check back 
their work every time there is an error 
any place in the bank. The system, 
therefore, must be expanded so that 
each teller or cage can balance his 
work independently and each depart- 
ment obtain separate figures. 

With a departmental proof method, 
it is necessary that these sectional 
figures be assembled at one point so 
that the work of the institution may be 
proved as a whole and the required 
entries made in the controlling ac- 
counts kept in the general books. 

Where there are many people dealing 
with figures, it has seemed advisable to 
strike a proof before entries are made 
in the formal books of the bank. This 
can be done on a summary or proof 
sheet designed for that purpose and ‘in 
many cases totals thus obtained are 
posted direct into the ledger. It de- 
pends on the division of labor in a 
particular bank whether this proof 
sheet is made up by the general book- 
keeper, by some other person desig- 
nated for the purpose, or by the audit- 
ing department. 

In large banks the department proof 


FOOT NOTE—In heading columns for debits and 
credits, two systems exactly the reverse of each other 
are in use. Thus in some banks, paid cashiers’ 
checks go under the journal column headin 
“Debits” and in other banks where the cash boo 
point of view is foremost, the column heading 
would be “‘Credits.” 


method can be made sufficiently com- 
plete so that if this general proof sheet 
of the bank fails to balance, the field 
in which errors must be looked for will 
be strictly limited. An example of 
such a departmental proof, is a sum- 
mary sheet of the commercial tellers 
made up by one of their number. An 
individual cage thinks that its blotter 
balances, but actually, due to offsetting 
errors or an oversight, it does not. This 
difference shows up in the summary of 
tellers and is easily located and cor- 
rected. Were the faulty figures per- 
mitted unknowingly to go to the 
general sheet, the work of all the bank 
would have to be checked until the 
mistake was found. A long search 
might be necessary which would seri- 
ously delay getting out the daily 
statement. 


HE exact planning of these depart- 
mental summaries depends on the 
individual system in use in a bank. 
With thought and organization, how- 
ever, the work can be arranged in any 
bank of city size so that each depart- 
ment will prove all of its own work. 
The errors that get through to the 
general proof sheet will be but few, and 
these easily located. 

The practice of proving before the 
work comes to the journal or general 
ledger, has largely reduced the necessity 
of keeping a journal. The proof sheets 
are bound and kept so that they them- 
selves furnish a permanent record. 
Many banks still retain the journal, but 
the tendency is towards its elimination. 
Entries are posted from the tickets 
direct to the general ledger accounts 
under the same principle that deposits 
and checks are entered direct to the 


THE NATIONAL BANK OF COMMERCE OF SEA 


COLL 23012 


NOTE 
PAYING TELLER 4 


SHEET 
IN ACCOUNT WITH 
1924 EXCHANGE 
= 
BALANCE FORWARD | DATE DESCRIPTION DEBIT Vv DATE DESCRIPTION CREDIT Vv DR. BALANCE CR. BALANCE 
[MATL T2351] | ORAFT 5 05 
COLLECTION 3 4 
PAY TELLER 2 05 2 68 
COUNTRY BANKS 203 46 
1 QUAL a/c 345 199 43 
MAI 14 56 AFT 1 
oatiied 3 REFUND MAR CHG E R BLACK 2 05 COLLECTION 
25 CONTRACT 


6 56 
3 56 
9 50 
25 206 33 


Machine-kept general ledger of the National Bank of Commerce of Seattle. 
accounts, such as for expense where they ies Sealy h 


s, are kept 


This ledger is kept on a typewriter-bookkeeping machine. Subsidiary 
on the same form in the same binder, but the paper is a different paper. 


ng to these subsidiary accounts is done with the same machine 
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THE BuRROUGHS 


FIRST NATIONAL BANK 


LIGONIER, PA. 
DAILY STATEMENT MAY 8 1924 
bd orats.00 RESOURCES 
Gold Coin 1,00000 50000 Demand, Collateral "2424195 
2.9900 
Sitver Dollars 550.00 250.00 150.00)9*? 
Silver Cfts 150000 4,000.00 2,2 Time 152,573.14 
1s and 2s 1.84000 
Silver Coin 433000 1,000.00 Time, Collateral 773384339 403,316.29 
Nrekem and 45 HU. S. Securiti 1 
cl s00000 390001" 26403157] (42423157 
Legal Tenders 5,000.00 
Navona! Gank Noves 450000 14.37 Qverdrafts 143 
Banking House, F. & F. 21,0000 
Federal Reserve Bahk 12435000 Other Real Estate 9,000.0 
73.7 11500 Interest Earned—Not Colleged 4,861.43 
Market St. National Bank 206636 
First National Bani 5,001.87 
( D 35000 , 5000 R Hanover National Bank 3.16100 
Interest Feat, R 2.41250 3,518.96] A | Mellon National Bank 4457077 54,80200 
2 321010 
7150 5,001 | Federal Meserve Bank 36,7673 
2400 Cash Items 
Revenue Stamps 
2050 Checks—National Bank 
73756 Banks 
Expense 3021103 31,16543 TOTAL CAS' 3116543 
Discount Redemption Fund with Ticasurer 1,25 0.00 
1160 6000 LIABILITIES 
170 25090 titty: 
urplus Fund 0.00 
tye 325005 Undivided Profits 19,031.86 
600 
6000 Other Earnings ¥ 82 
1 39 Exchange GS 35 
55008 11500 Int. & Det 
TOD 
5100" | 
Espen a 
145 Net Protits—G mo 683421 
1322 National Bank Notes Outst@nding 25,00 fe) 
10109 55.00\* 700 Interest Collected —Not Lashed 1,07 28 
11.83 31000 325.00}%~° | Voucher Account 205.00 
Dividend Cheeks Unpaid 1,20000 
12759\s 12,637.46" 253,24307 
I 00000 ertificates j 
Corte ry +9 0000 12759} | certified Checks 
net 50000 1500 22500 Cashier's Checks 137891 
qe 1,00000 3990 20.50 1.07350 
vings Deposits 4 
q 0000 152 381850 Sewngs Department 
61,08146\* 61,081.46|# 
i 


All of the general books on a single sheet. 
been 


are run in 


customers’ ledger without formal jour- 
nalizing. The banks that use the 
general ledger as a book of original 
entry, posting direct, save time in 
getting their work completed. Experi- 
ence has shown this method of direct 
posting works with entire satisfaction. 
Special care should be exercised to see 
that the original tickets are properly 
filed. An excellent practice is to 
check these tickets back against the 
ledger at the end of each month. 

The journal, where used, is perhaps 
most often a bound book written with 
pen, though loose-leaf forms with the 
names of the accounts printed thereon 
have extensive usage. One sheet or a 
double sheet covers a day’s work. 
Items that are very numerous, such 
as paid cashiers’ checks, may be run on 
a separate sheet and only the total 
entered in the journal. It is customary 
to record the serial number of each 
cashier’s check, or drafts, of certifi- 
cates of deposit, and of similar items 
paid, this number being entered oppo- 
site the amount. 


This is the system as it has 

developed by the First National Bank of Ligonier, Pennsylvania. 
day’s work is proved in the center journal columns. 
opposite the account name printed to the right. 
counts there are two lines and when this is not enough 
the space on the left side of sheet and the total transferred into 


The 
Entries are made 
For some of these ac- 
ce, the tickets 


The ledgers themselves are bound 
books of orthodox ledger ruling, or 
Boston ledgers, or loose-leaf pen- 
posted ledgers, or machine-posted 
forms for use on typewriter-bookkeep- 
ing machines, or machine-posted forms 
for use on the standard types of book- 
keeping machines. The bound ledger, 
which was a general favorite in the 
early days of banking, still retains 
many adherents who feel that the 
general books should be so kept that 
there is no possibility of substitution of 
pages. In a departmentalized city 
bank this argument loses some of its 
weight, as the general books are kept 
usually by a thoroughly responsible 
employee, one who has no access to the 
making of the original entries and no 
prospect of profiting therefrom. 

An explanation should be written in 
the ledger for all entries to the un- 
divided profits account, to reserve 
accounts, or to profit and loss. The 
same principle governs for any unusual 
entry in other accounts and it is 
customary to use abbreviations or code 


the journal column. With the journal balanced, the section to the right 
is completed by laying the sheet from the day 
making the additions and subtractions called for 
The new balances thus computed are entered and if 
liabilities balance, the work is through. No other ledger is kept. 
one form takes the place of journal, ledger, and daily statement book 


ious alongside and 
y the journal column. 
the resources and 
The 


marks to cover the frequent and likely 
postings. The use of explanations is 
for the convenience of bank examiners 
or officers and to save the time of 
referring to the original ticket. 


HE theory of the journal calls for 

all entries to a single account being 
combined in the journal entry and only 
the total posted to the ledger. Thus 
there might be ten items to interest 
income. Each would be entered in the 
journal and the total posted as a single 
credit to the ledger account. The 
growing popularity of slips as a medium 
of original entry, however, and the 
desire to be able to identify these 
directly against the ledger, is leading to 
the posting of each of the items sepa- 
rately. This practice is of help to the 
bank examiners and follows naturally 
when the journal is eliminated. 

The necessity of a daily trial balance 
and the desire of the officers to obtain 
the completed figures early the follow- 
ing morning, has led to the practice of 
keeping the number of general ledger 
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CLEARING HOUSE 


accounts toa minimum. This necessi- 
tates the maintenance of subsidiary 
records in which desired detail is shown. 
As an example, the general ledger may 
show only one account for miscellane- 
ous expenses, one for taxes, and another 
one for interest paid. All items of 
expense must come under these three 
headings. Under miscellaneous ex- 
penses there falls a great assortment, 
and it is desirable for proper control 
and a necessity for income tax pur- 
poses, to have the expenditures item- 
ized in detail, using from fifteen to 
fifty headings. This may be done by a 
columnar book or by an expense ledger. 
It is customary to issue a_ special 
expense check or voucher. As issued, 
these checks may be credited to a 
“Vouchers Outstanding” account and 
a debit made to “Expense” in the 
general books. Some banks do not 
show expense checks as outstanding, 
but only make the debit entry when 
they come in for payment. Any sys- 
tem of segregating expenses must be 
kept in balance with the controlling 
account, if the system is to be of value. 
The segregation is usually kept by 
someone other than the general book- 
keeper. 

Under one method, subsidiary 
account sheets are kept in the general 
ledger binder. Postings are made by 
the general bookkeeper. The subsidiary 
accounts are on a different colored 
stock and follow immediately after the 
control account. 


with the control figure in the general 
ledger, special care is needed in making 
the par entries. The par balance 
should be verified frequently by actual 
count of securities and the debit and 
credit par entries compared sale by 
sale with the original invoices cover- 
ing the transactions. Memorandum 
columns may be used to show interest 
collected and also profit and loss on 
sales. 

In posting to the general ledger 
account covering individual deposits, 
the day’s debits and credits produce 
only the net balance. The amount of 
overdrafts has to be taken from an 
actual run of the ledger, and added to 
the general ledger figure to give the 
total amount for which the bank is 
liable. The overdrafts themselves are 
then shown the same as loans on the 
asset side. It is customary for the 
bookkeepers on the customers’ ledgers 
to use a flag, or marker, in front of 
each overdrawn account so that they 
can run through their particular ledger 
quickly and obtain these needed over- 
draft figures. 


[N ADDITION to the general ledger 
proper, some important banks, par- 
ticularly in the conservative group, 
maintain balance books. These bal- 
ance books are posted independently 
and constitute a separate skeletonized 
general ledger resembling in type the 
Boston ledger. The balance book 


Nineteen 


figures, when compared with the gen- 
eral ledger, give proof based on the 
same reasoning as justifies the dual 
system for customers’ accounts. Bal- 
ance books also, under some methods, 
can be handled so as to give the figures 
earlier than can be obtained directly 
from the general ledger. The daily 
statement book may be so handled as 
to serve this purpose, the balance 
shown for each account being worked 
out independent of and in advance of 
the general ledger. 

Mechanical posting, in some respects, 
is more advantageous for use on 
general books than elsewhere. Figures 
in the general books usually run into 
large totals and are in odd cents. These 
amounts are difficult to add mentally; 
neatness is of prime importance. 
Because of the desire for written-in 
explanations, typewriter-bookkeeping 
machines have been used on many of 
the machine installations that have 
been made. 

A study of the use of explanations 
often shows that most of them can be 
abbreviated and covered by code keys. 
Where this can be done a regular book- 
keeping machine may be used. To 
identify exceptional items, such as 
entries to the undivided profits account, 
a typist can write in the explanation 
later. In smaller banks it is becoming 
increasingly popular to post the general 
ledger with the same machine that is 
used on customers’ accounts. In such 


Thebond ledger 
holds another 


FIRST NATIONAL BANK OF YAKIMA 


YAKIMA, WASHINGT! 


First National Bank of Chicago,I1l, 


group of subsidi- 

ary accounts. in 

This ledger covers 

all of the bank’s 

bond investments OLD BALANCE DATE ODES. NUMBER DEBITS 


DATE OES. NUMBER CREDITS 


same form for the 
general ledger ac- 
counts as for the 
customers’, is em- 
ployed. The cus- 
tomers’ ledger ac- 


cases usually the 
sneer > 


NEW BALANCE 


with a separate 


count form, how- 


sheet for each 
issue. Asheet for 
the subsidiary 


3900000 
jay 
cs 
May 2 5,674.82 | 3230851 for general ledger 


work, and where 
bond ledger there is large vol- 
carry as a HIBERNIA COMMERCIAL & SAVINGS BANK 
eading a com- o design a shee 
plete description specially, with 
with space for the = horizontal ruling 
maturity d ate, & Cunt. 5 6 0,7 00.80 200,000.00 and room for ex- 
terest rate, in- lOverdrats 560.70 Cross | ars can be readi- 
dates, an e 6427296 e same machine 
yield basis on can be switched 
which purchased. 1,9 41,261.50 Por Toxes 6.08090 from one type of 
Th hould b stocks & Securities, Com. 9,07080 54,192.20 work to the oth 
a set of columns »1.0.0.8.0 reser Reserve n small banks 
Due Other Benks 
for debits, credits |. there is used, 
and balance at 3 5,06 0.00 Waccenances Oustanding though not wide- 
book value, and Real Cuvee, Com = ly,a system which 
a similar set of combines journal, 
columns for the ledger, and daily 


par values, mak- 
ing six figure col- 
umns in all. As 
only the book 
value balances 


at a glance the combined figures. These 
the duplex machine 


General ledger form used by the First National Bank of Yakima, Washington, where posting is 
done on a standard bookkeeping machine with code keys to give the description 
The daily statement book form of the Hibernia Commercial and Savings Bank of Portland, Oregon, 


is loose-leaf and is written on a Duplex, shuttle-carriage adding machine. The shift into the 
column where the sub-totals are written is controlled 


separate ledger accounts for savings assets, but the form sets out the sub-totals so the officers get 


up totals accumulate in the extra adding wheels of 
print a grand total at the bottom 


rom the keyboard. State law requires 


statement book. 
This is really a 
loose-leaf daily 
statement with 
room enough on 
(Continued on page 38) 
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“THE BURROUGHS 


So Said That He Who Runs May Read 


Banks Are Finding Posters Good Advertising, Especially as 
Supplementary to Other Mediums; Timely Publicity Comment 


ANY banks consider poster ad- 
M vertising a valuable feature of 

their new business efforts. For 
example, for several years an Illinois 
bank has been conducting an active 
and intensive advertising cam- 
paign, through the medium of the 
newspapers and by the distribution 
of dignified literature covering 
various activities of the in- 
stitution. As a result the de- 
posits of the bank are growing 
rapidly. 

Some time ago the bank 
branched out into poster 
board advertising, particularly 
for the savings department, 
and this advertising has sup- 
plemented other publicity 
measures acceptably and has 
unquestionably stimulated the 
growth of the bank’s deposits. 

The bank is now using a 
number of twenty-four sheet 
poster boards, advantageously 
situated in and about the city. 
Each board bears, in addition 
to an effective legend, a six- 
sheet pictorial which attracts 
much attention. The pictorials, 
posted on wood and varnished over 
to give a “‘painting effect,”’ are also 
being shown in the bank’s display 
windows. 

It is an interesting fact about 


poster advertising that posters Cem 


seem to have a way of multiplying 
themselves in the public consciousness. 
A Columbus, Ohio, banker says, “We 
are using comparatively few locations 
in a city of this size, but people get so 
they think they see these bank posters 
all over the town.”’ Undoubtedly this 
effect is due to the size and impressive- 
ness of the boards. 

Regarding the poster advertising of 
its Ten Per Cent Club, the First 
National Bank of St. Louis writes: 

“Hundreds of people who have 
opened ‘ten per cent’ accounts com- 
mented on our attractive posters and 
told us that they were directed to the 
bank through them. We know that 
without this mass seller, our advertis- 
ing campaign would not have been so 
effective. Our poster boards, located 
in the factory districts, the principal 
transfer corners and in the neighbor- 
hoods of the wage earners, are con- 
stantly before the masses going to and 
from work. They instill the Ten Per 
Cent Club in the minds of those people 
to whom we are trying to sell the club, 
namely, the working class.” 


By T. D. MacGREGOR 
9 Hanover Street, New York City 


Beware of Wild Cat 4 
investments ; 


ne Ohio National Bank 


ROCHESTER 


[JNION TRUST (COMPA 


Fig. 1. Silent pictorial salesmen 


I reproduce (Fig. 1) some examples 
of effective bank posters. 


On JUNE 9, last, the Bank of New 
York & Trust Company celebrated the 
140th anniversary of its predecessor, 
the Bank of New York, the oldest bank 
in the city. There is reproduced here- 
with (Fig. 2) the advertisement which 
the institution published in New York 
newspapers on that date. The main 
part of it is a reproduction of the 
original notice regarding the bank 
published in the “New York Packet 
and American Advertiser’ on June 7, 
1784. 

The historical note is also sounded 
by the First National Bank, Fort 
Wayne, Indiana, in a booklet issued 
upon the occasion of the dedication of 
its new building. The booklet is 
entitled “George Washington and Fort 
Wayne.” It calls attention to Wash- 
ington’s solicitude for the territory 
where Fort Wayne now stands. To 
illustrate the interesting style of 


booklet, one paragraph will suffice: 

“And then came the conqueror— 
Mad Anthony Wayne—who broke 
forever the power of the savages, 
erected the long line of protecting 
blockhouses which should ‘mark 
the way,’ built the stockade, Fort 
Wayne, overlooking the ruins o/ 
the ancient Miami village. 
raised the glorious Stars and 
Stripes over the Western posts, 
and beckoned to the pioneers 
to ‘Come on, the way is 
clear!’ 

I am also reproducing one 
of the interesting historical! 
series which the Cleveland 
Trust Company has been 
running in the Cleveland news- 
papers (Fig. 3). Large space 
was used, 14 inches by 5 
columns. 


Awnorner user of large news- 
paper space is the Oakland 
Bank, of Oakland, California. 
The reproduced advertise- 
ment entitled “Four Confer- 
ence Rooms” (Fig. 3) was 15 
inches by 4 columns, and, by the 
way, this is a particularly good ad 
for a feature of safe deposit service 
that is not often emphasized. 


A QUITE appropriate idea for a 
banking-by-mail booklet was 
carried out by the Old National 
Bank of Spokane, Washington. The 
cover was an imitation of an envelope 
with the name of the bank in hand- 
writing. I am reproducing this cover 
(Fig. 3) and call attention to the clever 
device used to represent a stamp with- 
out really imitating a United States 
postage stamp. 


Aone new bank advertising schemes 
I have recently noticed have been the 
following: 

An airplane windmill set up on a 
pole on the outskirts of a town. The 
blades of the windmill are an imitation 
of the propeller of an airplane and of 
course are in constant motion from the 
wind and attract attention to the 
bank’s name which appears on the side 
of the airplane. 

The other scheme is a series of smal 
phonograph records containing brie! 
talks on the different phases of banking. 
The idea is that one bank in a town 
would have these records to give away 
and that its advertising would be on 
the envelope containing the record. 
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CLEARING HOUSE 


Banxs often like to take cognizance of 
important conventions when they come 
to their city. I am reproducing the 
advertisement which the Wyoming 
National Bank of Wilkes-Barre, Pa., 
used during the state conclave of the 
Knights Templar in that city (Fig. 3). 
An officer of the bank said regarding it: 

“Because of preparations for the 
thousands of visitors, we believe people 
generally would be interested in know- 
ing something of our local organization. 
We believe such copy as this creates a 
sreat deal of public interest in our 
newspaper advertising.” 


AN EXCELLENT follow-up idea is being 
used by the Detroit Trust Company, 
Detroit, Michigan. It gets out a four- 
page folder, the first page of which is an 
imitation of its regular letterhead, and 
the other pages are used for advertising 
some specific service or feature of the 
company. 

A recent one was prepared to adver- 
tise the certificates of deposit issued by 
the company. On the letter space may 
appear any special letter to be dictated 
to an inquirer on that subject, or a form 
letter in imitation typewriter type 
may be used in following up a certain 
list of prospects. The back page of the 
folder contains the names of the officers 
and directors of the institution. 


A NOVEL but apparently practical idea 


140% Anniversary 
of the 
Oldest Bank in New York 


BANK ot NEW-YORK., 
None is hereby. given, That the Bank | 


will open on Wednefday the gth of Jane 
inftant, and applications for di will be re- 
ceived on the Wednefday following. 


By order of ‘the Direfors, 

ALEXANDER M‘DOUGALL, Prefident 
Forthe Information tranfatting Bufinefs. 
BANK or NEW-YORK, 

The following atthe Bank a 
"S Bank will be open every day ir 
r,except Sundays, ChriftmafsDay 
Years Day, Good Friday, the 4th of Jr., and 
general appointed by legal aut! ity. 
"The hours of bulinefs from ten to one o'clock 
in the forenoon, and from three to five in the 


Money lodged at the Bank may be redrawn at 
pleafure free of any expence: but me draft 
will be paid beyondthe balance of account. 

Gold Coin is received and paid at the Bank 


t the following rates : 
er Gr. Dell. 
A Johannes, weighing 18 


A Half-Johannes, do. 
ASpanith Doubloon, do. 17 
ADouhleSpamth Piftole,do, 8 12 
A Spanith Pittole, do. 4 6 


o 


A Britith Guinea, do. § 

A ditto Half-Guinea, do. 2 

A French Guinea, do. § 4 

A Moidore, do. 6 18 
A Caroline, do. 6 8 72 

A Chequin, de 2 4 78 


Notice published in ‘‘The New York Packet and 
The American Advertiser’, June 7, 1784. 
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unsolvable mystery to the average 
retailer. To illustrate—it costs on an 
average of at least 25 per cent for 
expenses, whereas the gross profit is 
say 33 to 34 per cent, leaving a net 
profit of 8 or 9 per cent if all goes well. 
The original cost of an article is $15.00, 
the sale price $22.50—or a gross profit 
of 33 1-3 per cent on the sale—not 50 
per cent on the cost—as so many figure 
it: therefore, $1,200 in sales at full price 
is necessary to make $100 net. 

“Now suppose the merchant sells 
$300 of this $1,200 at the original 
cost—he loses the 25 per cent it takes 
to do business and has done all his work 
for nothing. 

‘Again, when he loses $1.00 he loses 
a dollar of the net profit and must sell 
$12 in additional merchandise at 
regular prices to make up the loss. 
When he sells an article at the original 
invoice price he is not selling at cost, as 
he so often figures—but actually 25 
per cent less than cost. Overhead and 
expenses go on all the time and must be 
allowed for.” 


Booxters and other printed matter 
that have passed over my desk this 
month include: 

“Trade Winds,” a house organ 
published by the Union Trust Com- 
pany, Cleveland. This is. a special 
number describing in word and picture 


Bank of New ork & Grust Ge, | the magnificent new building of the 
is that being carried out by the Peoples Capital, Surplus and Undivided Profs institution. 
Bank, Jacksonville, Florida. In its nking Office Trt Office ‘“‘What Happened at Jim’s When 
newspaper space it has been running a ” Madison Avenue Office : the Bank Examiner Came,” a booklet 
series of articles on “Retail Pitfalls.” ae put out by the Citizens State Bank, 
Article No. 5 reads as follows: _! of Jewell, Kansas, being a story re- 
“How to figure profits—a seemingly Fig. 2. A 140-year-old bank printed from ‘Dollars and Sense.”* 
S BSTABLISHED IN 1867 8% 
Euclid and 79th FOUR 
rhs CONFERENCE ROOMS 
—Three Landma 
in Armcticn was One hundred and eight 
in he fa of 1750.” ated onthe of the il 
tna forest clearing, was the 


On September 28, 1871. sixtern Free Masons residing in or 
amet at Masonic Hall to consider organizing local 

On December 7, 1871, power was granted them to organize 
Dieu Le Veut Commandery, No. 45 


Id in Masonic Hall, Willess 

‘Grand Commandery 
and the forty-seventh in 

seventy-firet 


Conclave of the 
in May. 1893, 
1900. The present Conclave is the 


Ninety-Four Years of Banking Success 


West Manner ar Franxuin 
Opes Saturday Evenings from 7 to § O'clock 


only trace of civilization 
in the present Euclid-79th 
neighborhood. It was a 
landmark, telling travelers 
they neared Cleveland. 


Eighty-four years later it 
became Cleveland's favor- 
ite circus grounds, where 
people crowded to see the 
acrobats, the bareback rid- 
ers, and Jo-Jo, the dog- 
faced boy. 


quiet beauty. There is a modern safe deposit 
tment equal to any in Cleveland. 
Fourteen tellers’ windows are provided. 
There is a rest room for our women customers. 
fitting home for Cleveland Trust 

; a worthy member of the 53 Cleve- 

land Trust Banks and a bank which the in. 


Today will see its third 
and greatest landmark 
established. 

Today, the Euclid-79th 
Cleveland Trust Bank 
opens its new nine-story 
building. 


Cleveland Trust 
Banks 


Capital and Surplus $12,900,000 


With the completion of the new quarters of 
The Oakland Bank, four private rooms will be at 
the disposal of corporations, individuals, families, 


mectings 

The largest of che four Conference Rooms will 
ished with a table and ch. A ‘ 
made for stenographic service. Documents in the 
vault may be secured conveniently. 

Simply Another Service Feature of the 

New Quarters 

Providing four Conference Rooms where Oak- 
landers may ly in 
further evidence of the effort to make the new 
home of The Oakland Bank serve this city in every 
‘way possible. 
Remember always that The Oakland Bank is 


THE OA ANK 


COMMERCIAL - SAFE DEPOSIT - TRUST - SAVINGS 
TWELFTH & BROADWAY | OAKLAND: CALIFORNIA 


Fig. 3. Welcoming a convention, an appropriate cover for direct-by-mail, the past and the present and an unusual safe deposit ad 
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THE BURROUGHS 


With the Camera 


The exhibit of the National Bank of America, Paterson, 

at Paterson’ s recent celebration of *‘Own Your 

Own "bibene”* week. The theme was the model home, 
savings and careful financial management 


Another new bank home in Cleveland, the downtown office of the Merchants Santen 
and Banking hood bank 


Company. Reversing the usual procedure, this neighbor 
opened a branch office in ‘ie ae downtown section 


COPYRIGHT, UNDERWOOD & UNDERWOOD 


In the mint at Vienna, Austria. The stamp ring machine 


is turning out the ‘Marie Therese _ 


dollar) an 
international coin since 187! 


CARTHAGE, MO 192 


Received in person from the 


BANK OF CARTHAGE 


To be charged to my account 


DOLLARS, $ 


For Counter Use Only ' 
Not Negotiable 


A somewhat different type of counter check used by the banks A ni § night vie view and the lobby of the First National Bank, of Wenatchee, 

of e, Mo., is an aid to elimination of forgeries and other The program on opening day attracted 10, 000 persons in a 

troubles have with other forms of counter checks town of approximately that size. Glass substituted ‘largely for metal 
helps to emphasize the bank’s frankly ‘‘open”’ appearance 
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CLEARING 
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What about the 
Protectograph 


Asked this question by a depositor, 
how would you answer? 


that the depositor has con- 
fidence in your business, financial and 
legal judgment, or he would not have brought 
his account to you. Remember, also, that, 
in common with most business men, proba- 
bly he is ignorant of the prevalence of 
check altering, raising and forging. More 
than likely he has a notion that you of his 
bank would be responsible in these cases! 


When he asks about the Protectograph, 
therefoe, why not tell him of the necessity 
of check protection—and why not recom- 
mend to him the speed, neatness, and safet 
of the Todd Protectograph? Why not tell 
him that the Protectograph combined with 


Protod-Greenbac Checks offers the most 
adequate guarantee yet discovered against 
losses from the many and varied forms of 
check-fraud? And that depositors using 
these two Todd Products can secure Stand- 


ard Forgery Bonds at 25% of the regular 
rates? 


The Todd System of check protection 
guards the name of your depositor on a 
credit instrument as adequately as the 
vault — the securities in your bank. 
Todd both protects the depositor and the 
bank—the depositor from fraud, and the 
bank from the embarrassment and disputes 
which so often lose valuable accounts. 


PLEASE USE YOUR LETTERHEAD IN WRITING FOR 


DETAILED INFORMATION ON THE TODD SYSTEM = 


TODD PROTECTOGRAPH CoO., Inc. 


(Established 1899) 
1186 University Avenue, Rochester, N. Y. 


The Todd System 
of Check Protection 


The Protectograph, it is 
estimated, eliminates at 
least one-third of all check- 
frauds by preventing raised 
amounts. 


Protod-Greenbac anti-fraud 
bank checks, with their 
self-cancelling VOIDS and 
the restrictions surrounding 
sale, eliminate another one- 
third of possible check 
frauds by preventing change 
of payee’s name, date and 
number as well as “coun- 
terfeiting.” 


Standard Forgery Bonds 
cover the remaining check- 
fraud possibilities, namely, 
forgery of signature and 
forgery of endorsement, 
which no mechanical agency 
can prevent. 
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THE BURROUGHS 


Kardex Increases Banking 


NE Kardex user says ‘‘The more you know about 

your prospect, the more likely you are to sell him, 
and Kardex makes it mighty easy to keep every little 
item of value in sight.” 

The Kardex Central File System (illustrated) assem- 
bles the complete history of the bank’s relations with 
the customer in the simplest and most useful form. 

If you are to interview a customer upon any question, 
a glance at the card fortifies you with all the facts, his 
business and personal connections, credit, average bal- 
ance, loans, and other data. It points out which of the 
bank’s departments are not and should be used by the 
customer. 

Your knowledge of these facts directly affects your 
bank’s profits. 


Send For the Kardex Man 


Let him show you how “keeping every item of value 
in sight”’ is applied with Kardex to all records of bank- 
ing—ledger, signatures, safe deposit records, security 
records, note control and other records as well as cen- 
tral file. 

’Phone his office in your city, or mail coupon to The 
Kardex Company, 548 Kardex Park, Tonawanda, 
N. Y. In Canada, Kardex, 58 King St. West, Toronto. 
London, 3 Holborn Viaduct, London E.C.1. Paris, 
24 Rue de la Fidélité. 


KARDE} 


worRt.o?’s LEaAoDitIN G C AR D R E C O}R 
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CLEARING HOuUSE 


A Kardex Record 
in the First National 
Bank, Wichita, Kan. 


© 1924 
The Kardex Co, 


A THE KARDEX COMPANY, 
; 548 Kardex Park, Tonawanda, N. Y. 
Send Kardex Man. 


| (1 Send Booklet “19 Basic Records of Banking.” 


‘‘Kardex makes the best 
use of striking color flashes 
to signal special informa- 


tion. In this record red | Name 
flashes show which de- 
partments of the bank the 


customer is patronizing.” 
The KARDEX Man | City 
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You will agree that a bellows- 
like feature as shown in the illus- 
tration makes a mighty elastic 
filing container. Three or three 
hundred letters are accommo- 
dated with equal ease and effi- 
ciency. Noovercrowding—filing 
and finding made easier than 
you thought could be possible. 


VERTICAL- EXPANDING 


FILE POCKETS 


are made of “Paper- 
oid,” a tough, durable 
red-rope stock that 
will outlast twent 
ordinary manila fold- 
ers. They are always 
upright in the filing 
cabinet with their in- 
dex tabs in plain view, 
which is an added help 
to speedy filing and 
finding. 


A sample VERTEX 
Pocket will demonstrate 
how they can be adapted 
to we! filing system. 
Send for — sample 
today. here is no 
obligation. 


ALVAH BUSHNELL CO., Dept. C 
Durable Filing Containers 

933 Filbert Street PHILADELPHIA, PA. 

send fi ite, examination and trial a free sample of 

* x" 


* Paperoid File Pocket, as described 
GHS CLEARING House 


Name of Firm 


Address 


Name of Person Inquirt 


Letter size or Legal size desired ? 


If special size | sample of sheet to be 
width and of drawer 


To Alvah Bushnell Co., Dept. C. 
933 Filbert Street Philadelphia, Pa. 
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The Compound Interest Column 


By DON KNOWLTON 


SEE the Cuckoo National has a 
new stunt for developing checking 
account business.” 

“Why, they allow every commercial 
customer a $100 overdraft on the first 
of each month, so he can pay his bills, 
and then the customer can cover at his 
leisure at the rate of $25 per week.” 


By the first of November, even the 
janitor will be saying to the office boy, 
“The most vital problem before the 
country today is—”’ 


Many a candidate originates his own 
issues. 


The last man back from the North 
woods always reports the largest fish. 


Our idea of a man who has hard luck 
is the bird who put all his vacation 
money in travelers’ checks and then 
sprained his thumb so he couldn’t 
write his signature. 


The Back-to- Work- Again Blues 


When you’re back from your vacation, 
With a strong disinclination 
Toward the very thought of work or 
industry, 
When the sight of cash or cage 
Makes you wriggle, writhe and rage, 
And your pocketbook’s as flat as 
flat can be— 
When the vision of the peaches 
Whom you met along the beaches 
Blurs the figures on the books and 
makes you blink— 
Don’t you hate that dog-gone stool 
Worse than going back to school, 
And long to heave the ledgers in the 
drink? 


Oh the back-to-work-again blues— 
Those deep, dark, indigo blues! 
Why, down there on the seashore, 
with the cash you spent, 
“Paying Teller’ soundéd just as 
good as “‘President!’’ 
And now you’re back and at it, 
And the cashier, with a grin, 
Says, “A little golf: today, John, 
Tell ’em all I won’t: be in—’ 
The books are off, the:cash is out — 
Say, ain’t it hard as sinh, 
To have those back-to-work-again 
blues? 


We hear that the latest models of 
desks for stenogs are equipped with 
special compartments for vanity cases, 
chewing gum and pocketbooks. 

It is high time that this improve- 
ment is made. There is nothing more 
discouraging to the morale of a stenog- 
rapher than to get her rouge mixed up 
with the carbon paper, or to have her 
gum flavored with the office mucilage. 


In writing to advertisers please mention The Burroughs Clearing House 


Which reminds us—what has be- 
come of the good old-fashioned office 
boy whose hair was always mussed up 
and who had mud on his shoes and 
looked as though he were growing too 
fast and lived just past the end of the 
sidewalks? Darn ’em, anyhow! Now- 
days, if you want to know the proper 
brand of hair oil or the most acceptable 
color of the soft shirt, ask the office 
boy. 


“‘What’s the matter with Jones?” 
demanded the vice-president. ‘He's 
our best man—why not use him? He'd 
make an excellent cashier—and we’ve 
got to fill the vacancy.”’ 

“I know all that,” assented the 
president, “but there’s something 
about Jones—I question him, that’s 
all. He doesn’t act like a good bank 
man. Why, he had three weeks’ vaca- 
tion this summer, and he didn’t either 
go to New York nor Atlantic City!” 


It’s all right to lend an ear to the 
other fellow’s story provided you dis- 
count what he says. 


Bank Literature 


RECENTLY a lady dashed into Head 
Office General Banking chamber. 
““T’ve lost my book,” she gasped. 

“Yes, madame; through that door 
to the Savings Bank,” directed the 
teller. 

In the Savings Bank Department 
she was given a Form C.S.B.15a, which 
she subsequently completed. It read: 

“I.M M , of 
hereby give notice that I have lost 
my —— book, ‘Recompense,’ by R 
Keable.” 

It appears she was a General Bank 
client, and had left her library book 
on the counter. Meanwhile, Savings 
Bank officers are doing their best. 
— Bank Notes, Commonwealth Bank of 
Australia. 


(THEY were holding mid-year ex- 
aminations in one of the public 
schools. The subject was geography. 
One of the questions was, ‘What is 
the equator?” equator,” read 
the answer of a nine-year-old boy, “‘is 
a menagerie lion running around the 
center of the earth.” 

— Boston News Bureau. 


There is no substitute for 
Genuine Rotogravure 


P. M. REED 
111 West Washington Street, Chicago 
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Rewards of Service 


4 ese strength of an institution depends largely on the char- 
acter and loyalty of its employes. 


General Motors recognizes this truth by making share- 
holders of those employes who have rendered conspicuous 
service, by means of an annual bonus payable in stock. 


To all employes the institution extends encouragement 
and aid in the important matter of their savings, by inviting 
them to pay a portion of their earnings into a savings fund. 
For every dollar thus deposited General Motors contributes 
fifty cents during the subsequent five years, and pays com- 
pound interest at 6% on the total. 


Since the inception of the bonus plan and the savings fund, 
over $29,000,000 has been set aside out of earnings by 
General Motors for the benefit of employes—substantial 
recognition that through faithful work, the employes have 
added to the worth and earning power of the plants and 
properties of the institution. 


cA booklet will be mailed to you, if a request is directed to the 
Department of Publicity, General Motors Corporation, New York. 


GENERAL MOTORS 


BUICK + CADILLAC + CHEVROLET + OAKLAND + OLDSMOBILE + GMC TRUCKS 


Delco and Remy Electrical Equipment + Harrison Radiators - New Departure Ball Bearings 

Hyatt Roller Bearings - Jaxon Rims - Fisher Bodies - AC Spark Plugs—AC Speedometers 

Brown-Lipe-Chapin Differentials and Bevel Drive Gears Lancaster Steel Products 
Inland Steering Wheels + Klaxon Horns  Jacox Steering Gears 


Delco-Light Electric Plants . Frigidaire Electric Refrigerators 


+ United Motors Service provides authorized national service for General Motors accessories « 
» General Motors Acceptance Corporation finances distribution of Generai Motors products « 
+ General Exchange Corporation furnishes insurance service for General Motors dealers and purchasers + 
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THE BURROUGHS 


NATION-WIDE 


The Elliott Addressing Machine Company has taken “SERVICE” out of 
the promise class and made it a solidly established FACT. There is always 
an ELLIOTT representative within a few hours’ journey from your office. 


ATA 


FORT? 


Ni aR.» 


HES 


| 


AM SRE LO TER. 


PALLAS. TEX, 
PORT. WOR TH, TEX 


Elliott Addressing Machines are so simple and sturdy they need 
no expert attention. The main purpose of our many Service Sta- 
tions is to render our thousands of users quick and competent 
assistance in developing the most and best in profitable utility from 
their Elliott Equipments. 


Twenty-eight C 

| The Ellistt 

| 

| The Elliott Addressing Machine Co 
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ELLIOTT SERVICE 


This network of Direct Factory Branches and Agencies is constantly ex- 
panding in response to the fast multiplying call for Addressing Machines 
that “Print Right— in SIGHT—from INDEX CARDS instead of Type.” 
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GRATEANGOG AL FRAN 


& 
MEMPRIS, FENN 


The most efficient and 
most economical of all 
Addressing Systems 


ATE TA 


my 


> 


Write us for full particulars concerning “Index Cards that Print their 
Own Addresses” and how they can solve all of your name-listing 
and name-writing problems and make it easier for you to sell more 
goods, at less cost, without waste, effort or expense. 
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Thirty 


Byron Weston 
Company 


SEPTEMBER WRITING PAPER 
“2 BUSINESS POINTERS 
DALTON 
MASSACHUSETTS 


| PLAYING THE GAME BACKWARD 


FTER the scores are all in, and the game is reviewed from 
finish to start, it will be found that “contributory causes” 
played a most important part in shaping the final records. 


Only the tyro and novice in business or sport will ignore the 
seemingly unimportant items. A concrete example of what may 
be secured by painstaking attention to details is exemplified in 


WESTON’S TYPOCOUNT LEDGER PAPER 
Made Especially for Machine Bookkeeping 
WRITE FOR SAMPLE BOOK AND TEST SHEETS 


WY) 
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The American Beauty Line— 
Savings Pass Books 


Three Sizes (Standardized) 
Six Styles of Binding 
Sixteen Pages including two 
pages of Standard Rules 
White or Safety paper Fillers, 
safeguarded by skeleton page 
numbers. Lithographed Ruling 
Patented Cut Head 
Patented Name Panel 
Inside leaves cut off 
Jackets for all sizes 


Sold thru Dealers, Ask your Sta- 
tioner, or, write us for sample. 
The American Beauty 
Pass Book & Cover Co. 


Dallas, Texas 
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THE BURROUGHS 


Ideas That Pull Through the 
Window 
(Continued from page 14) 


historical museum who provided us 
with an unusually interesting collection 
of shell money; but during the week 
this window was on display, so many 
private collectors came in to offer their 
exhibits of wampum and other shell 
money for later windows that I am 
almost persuaded any community 
probably could produce the necessary 
materials for this window. 

On a background of gray velvet cov- 
ering terraced shelves of cigar boxes we 
built up our display. At the top center 
we set a large poster reading: 


FROM WAMPUM TO THE CHECK 
BOOK 


In early days in America wampum, shell 
money and furs were the —_ medium of 
exchange and passed in barter for goods and 
commodities everywhere. 

Today we have developed a far safer and 
more convenient method of trading than 
even by the use of money itself. Today 
most business is transacted by check. The 
check book has become the everyday 
necessity of everyone who has business to 
transact. 


Below this were displayed on one side 
a number of the Atlantic Coast clam- 
shells from which wampum was made 
and on the other side some of our most 
attractive check book covers. 

A red ribbon led from the clam dis- 
play on the one side to an exhibit, on 
the terrace below, of the actual wam- 
pum made from the shells. The card 
accompanying this exhibit read: 


Wampum was made from these valves of 
the round clam, common along the Atlantic 
Coast. These beads, served as money in 
traffic between the white settlers and the 
Indians and were made by whites as well 
as Indians. Three beads were equal to a 
penny, and a fathom string was worth 
five shillings. 


Another red ribbon led from the dis- 
play of leather pass book covers to an 
exhibit just below on the same level as 
the wampum exhibit demonstrating 
how the check stub served as an auto- 
matic bookkeeper and how the can- 
celled checks were the “‘best receipts in 
the world’”’ and how paying by check 
stopped the leaks and made one’s 
money gofurther. Other ribbons then 
led from both this exhibit and the 
wampum exhibit to the terrace below 
where right at back center lay an 
opened check book with a fountain pen 
across its face as if ready for the pros- 
pective customer’s signature. This 
was accompanied by a card which read: 


YOU’LL be MONEY AHEAD 


if you 
PAY ALL YOUR BILLS 
BY CHECK 
Open your Checking account here Now! 


In the rest of our window we then 
placed our other exhibits of primitive 
money, tusk money used by the 
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CLEARING HOUSE 


Southern California Indians, Abalone 
shells used by Pacific Coast Indians, 
Rattler money from New Mexico and 
Arizona, and Chain money from Afri- 
can tribes, “‘three links of which had 
once been sufficient to buy a female 
slave.” With each part of the exhibit 
was a card explaining the history and 
any interesting information we could 
find concerning each kind of money. 
It was an educational exhibit that 
caught the interest of everyone that 
passed and there were few who passed 
that did not read the exhibit all the 
way through. While it contained a 
great amount of “‘sugar coating” in the 
form of these shell money exhibits, 
nevertheless this “sugar coating”’ pro- 
vided us with the vehicle on which to 
drive our checking account message 
home. 


“Up. window is also used for the pro- 
motion of our Bond Department. 
We have had a number of educational 
displays featuring various kinds of 
securities but probably none so effec- 
tive as our electrical display on public 
utility bonds. 

As the center of display we used a 
large map of the southern part of Wis- 
consin painted on beaver board. Red 
lines showed the transmission lines of 
the Wisconsin Power, Light and Heat 
Company and its affiliated organiza- 
tion whose bonds we were handling. 
Small red electric light bulbs showed 
the cities that were buying wholesale 
and green lights showed the cities buy- 
ing retail. The wiring for this part of 
the display was not very difficult for we 
simply used regular Christmas tree 
lights wired in four series of eight. To 
the main connections we fitted “‘skee- 
doodle plugs” which can be purchased 
at any electrical store and which flash 
the lights on and off at any interval 
required. The flashing lights, of course, 
got attention at once. 

Above our map was a caption which 
read: 


Over 100 Communities 


are dependent on the Wisconsin Light, 
Heat Power Co. Public utilities like 
this peform a_ vital service to the state. 
The demand for their product grows as 
the state grows. 


From that a blue arrow ran across 
the map to the clincher below: 


That is why — 


We believe in Public Utility Bonds as 
safe and Profitable investments. 


Below center we had a little display 


HOUSE-TO-HOUSE Distribution 
for Savings— of course 


P. M. REED 
111 West Washington Street, Chicago 
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To Investigate the 
One Operation 


NOTE REGISTER SYSTEM 


One typewritten operation and all necessary records are 
accurately provided, increasing your Bank’s efficiency 
to the point of eliminating 95% of all errors which all 
accountants agree are due to copying and save three- 
fifths of the time now consumed in registering notes 
and loans in the old-fashioned way. ‘Together with 
speed, accuracy and simplicity, the 


ONE OPERATION 


excells all other methods of handling your note and loan business. 


Thousands of leading Banking Institutions are today using this 
system with very satisfactory results. We will be pleased to forward 
our catalogue, which describes the complete system in detail, to any 
Bank or Banker, upon request. 


Union Savincs SysTEMS COMPANY 
**Good Things for Banks’ LANCASTER, Pa. 


CANADIAN DisrrisutTors: Business Systems, Lrp., Toronto 
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Better 
Service 


how little 
service we can give, 
but how much’’— 
this has been the 
formula for many 
a successful busi- 
ness. 

The progressive 
bank is always on 
watch for anything 
to improve its serv- 
ice to depositors. 
That is why so 
many use National 
Safety Paper to 
protect checks 
against alteration— 
it makes the de- 
positor feel that 
nothing has been 
left undone to safe- 
guard his money. 

Ask your litho- 


grapher. 

La Monte & Son 
Founded 1871 

r 61 Broadway, New York 


National Safety Paper is also made 
in Canada by George La Monte 
€¥ Son, Lid., Toronto 
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of home electrical devices tied to a 
card explaining that new uses for 
electricity are being discovered daily. 
A second card listed the public utility 
bonds we had to offer and invited the 
public in for further explanation. 

This display proved one of the most 
interesting and effective we have had 
and brought a large number of inquiries 
to our Bond Department. 

For our Trust Department we have 
just finished a display which proved a 
real attention getter and which can be 
worked out with little trouble by any 
bank. It is a display that would be 
particularly timely during the June 
month of brides. 

From one of our department stores 
we borrowed three large dolls and two 
of our girl employees who are rather 
clever with the needle dressed these up 
as bride, groom and minister. A 
pretty little setting with a background 
of cherry blossoms and a rose-bowered 
altar was worked out and into this we 
set the bridal couple arm in arm, with 
the minister in the act of sealing the 
vows. Just above the little wedding 
scene stood a poster which startlingly 
announced: 


“—UNTIL DEATH DO US PART” 
Is no longer Long Enough 


For today every man recognizes a duty 
to the woman he loves—that lasts long 
after he has gone. 

Wise men arrange with this Trust Com- 
pany to care for their loved ones and to 
provide an adequate income when they are 
gone. 

Ask us how we can help you make your 
family’s future Safe. 


Two other panels framed the wed- 
ding picture on either side. One 
showed a will form already made out 
naming our trust company as executor. 
The other attractively displayed some 
of our trust booklets and invited the 
public in for further advice on trust 
problems. 


BANKERS, among themselves, make 
a great deal of their statements of 
condition which come at regular inter- 
vals. They watch their rivals and their 
friends alike with utmost interest, but 
to the average man on the street, “‘cap- 
ital and surplus” and the rest of the 
items in the statement might as well be 
so much Greek so far as his interest or 
understanding of it is concerned. 

At one of our recent statement calls 
we used our window to explain to the 
public in a unique way just what our 
statement meant. From the ten-cent 
store we procured some thirty odd little 
toy trucks and filled them with silver 
dollars. The base of our window was 
worked out to represent a street, and 
the trucks were set in to represent 
what seemed an endless procession of 
trucks passing by the bank. Bags of 
money — containing washers but which 
looked like the real thing— were piled 


THE BURROUGHS 
on each side and to the back of the 


window. Our poster read: 


TONS OF DOLLARS 


194 one-ton trucks would be 
move all the money on deposit in 
if in silver dollars. 

Deposits $4,899,780. 


Another chart showed graphically 
how our deposits had doubled in the 
last five years and we appealed for new 
business on this evidence of confidence 
earned and service given. Money al- 
ways arrests people and with the aid of 
this window we had no difficulty in 
getting attention. We believe it proved 
very effective in impressing upon the 
people the financial strength of our 
bank and the large number of people 
who were depositing with us. 


uired to 
is bank 


oj St before vacation time every year 
we begin boosting travelers’ checks 
and devote several window displays 
to this purpose. Our “Magic Rug” 
window won considerable comment 
last spring and may offer a suggestion 
to other banks. 

Taking our idea from the advertise- 
ment so often seen, our sign painter 
made a cardboard rug the top face of 
which represented a traveler’s check. 
This we suspended in the window by 
fine gray silk threads which were prac- 
tically invisible against a gray back- 
ground. On the rug we placed a little 
family of dolls all dressed for travel 
with their luggage piled about them. 
The base of the window we made up to 
represent the earth far below, dotted 
with cities and lakes and _ rivers. 
Against the sides and background of 
the window we hung framed pictures of 
famous scenes in foreign lands, each 
one connected to the Magic Rug by a 
bit of ribbon. The display probably 
needed no other explanation, but our 
poster drove our message home: 


THE MAGIC RUG 
Travel Anywhere 


on our 
TRAVELERS’ CHECKS 
Safe 


Convenient 
Inexpensive 
Come in a Yours 
NOW! 


Christmas Savings Clubs have limit- 
less possibilities for window displays. 
One of the best of ours this last Christ- 
mas represented a life-size Santa hold- 
ing a horn of plenty out of which 
floated Christmas Club checks in vari- 
ous denominations. From the other 
end of the horn trailed ribbons in 
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CLEARING HOUSE 


various colors to Christmas Club pass 
books, laid face open in the foreground 
of the window, the first week’s deposit 
entered and the quarters, halves and 
dollars required for weekly deposit, 
lying on the opposite page so as to 
suggest how little it took to join the 
club. The main poster read: 


Santa will youll Horn of Plenty 
or y 
Next Chiistmas 


if you : 
Join our Christmas Club Now. 


“ Smaller cards explained the various 
clubs and the amounts that would be 
accumulated by next Christmas. 

Another very effective window rep- 
resented a home scene, the night before 
Christmas. There was a little red 
brick fireplace and a little Christmas 
tree lit up with Christmas tree bulbs. 
The warm red glow from the hearth 
and the lights from the tree furnished 
the only illumination in the window 
and the mellow lighting effect added 
much to the effectiveness of the 
display. From behind a curtain at 
one side, as from a bedroom, there 
peeped two life-size dolls representing 
a little boy and a little girl in their 
nighties, peeping to see if Santa had 
brought them anything. From the 
mantelpiece of the fireplace there 
hung two little stockings filled to the 
brim with presents and goodies and 
from the top of each there showed a 
nice fat Christmas Club check. The 
little poster on top of the mantelpiece 
told the story in a very few words: 

There'll be no empty stockings 
next Christmas 
if you join our 
Christmas Club 
Now. 

A third Christmas Club window that 
had real pulling power had a little 
touch of humor in it that won a smile 
from everyone that looked in. Above 
a large frame which took up most of 
the window space was a card which 
read: 

The Man in this picture 
Can have all the money he needs 


next Christmas 
For -- 


me 


wy 


REG. U.S. PAT. OFF. 


Unparalleled Value 
(Greater than the Reed Master Plan) 


A Revelation 
in Appearance and Logic 


Revolutionary in Cost 


SEE IT before buying any 
Savings Promotion Plan 


P. M. REED 
111 West Washington Street, Chicago 
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ECONOMIC TRENDS IN THE 
ELECTRICAL INDUSTRY 


er Production 
United States 
Tons 


Raw Materials Close at Hand 


Assured supplies of necessary raw materials 
are vital to the stability and continuous pros- 
perity of a manufacturing industry. In this 
respect the electrical industry of the United 
States is exceptionally favored. 

Within its boundaries are huge deposits of 
essential metals—iron, copper, zinc, lead, and 
aluminum. The United States supplies one- 
fourth of the world’s iron and more than half its 
copper. Upon our huge copper deposits, par- 
ticularly, the rise of the electrical industry is_ 
based. With the exception of a few minor 
metals, this country is practically self-contained, 
so far as essential metals are concerned. 

Both in its market for finished products and 
in its sources of raw materials, the electrical 
industry is, to a remarkable degree, unaffected 
by international conditions and developments. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
EAST PITTSBURGH, PA. 


Westinghouse 


As a leading user of metals, Westing- 
house contributed many improvements 
to metal manufacturing operations. 


The first electric motor installed in a 
steel mill, for example, was a Westing- 
house. The first large rolling mill motor 
was a Westinghouse. The first revers- 
ing mill motor was a Westinghouse. 
Today 70 cent of all 
reversin, operation are 
Westin: 


In writing to advertisers please mention The Burroughs Clearing House: 
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Thirty-four 


Short 
Maximum Safety 
Dangerous 


6 lee constant demand for greater security has made the selection of 
safe deposit boxes an extremely important consideration to the 
banker. This development has brought specialized and not ‘‘incidental” safe deposit 
manufacture to higher standards. Asa result, INVINCIBLE Safe Deposit Boxes 
differ from all others. Every difference is a valuable feature for safety and ease 


of installation. The INVINCIBLE 


“Operates Like A Vault Door” 


The most revolutionary development in 
modern safe deposit box construction. Skifilful 
craftmanship at last overcame every method 
of forcible access to safe deposit boxes. Four 
super locks offer quadruple protection with 
one turn of the renter’s key. 


Invincible lock, door, hinge and case con- 
struction offer advantages thet are years 
ahead of anything else you can possibly 
buy. Invincible Safe Deposit Boxes 


y . are sold at a price that is reasonable to 
the extreme. 
Write for the Invincible Book 


Every banker should have this vault 


The Only before vaults or 

gements. ritefor yourcopy. 

Bos Lied as levine Metal Faritre Ca 
it Box Spec ad 

Standard bythe 


Underwriters’ Laboratories 


The“ Horse Shoe” Dime Magnet 


Attracts Accounts for You and Dimes for Your Depositors 


tovd secident, netity 


Im case of cer 


end Stats 


The illustration shows the ‘‘Horse Shoe’ Bank 
in Gentlemen’s purse made of Genuine Leather 


The combination Good-Luck purse and Bank make a beautiful Account 
getter. Your ‘‘Ad” is carried on this purse as well as on the Bank. 
The purse provides the means for carrying the bank so that the depositor 
has the bank with him when the desire to save presents itself, the means 


of deposit is at hand, not at home, lost, misplaced or hidden. Made 
for ladies too. 
WRITE FOR A SAMPLE 


BANKERS THRIFT CORP., 2240-42 No. Racine Ave., Chicago 


In writing to advertisers please mention The Burroughs Clearing House 
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and ribbons led off the pictured posters 
on every side representing Christmas 
gifts, taxes, interest payments, insur- 
ance premiums, payments on the home, 
fuel and other year-end bills, etc. The 
“IF” in the window was contained on 
a little card at the bottom of the frame 
which read: 


If he will join our Christmas Club Now. 
have a club for every man’s pocket- 
ook. 


But to read that “IF” his glance had 
to travel down the length of frame, and 
the frame contained a mirror in which 
he saw his own likeness. It was a 
simple idea but it drove its message 
home effectively. 

These few displays which I have 
sketched are none of them elaborate, 
but they have proved their effective- 
ness and they can be worked out by 
any bank. 


Window displays like many other 
media of advertising are of course 
very difficult to check results on. A 
merchant can display a line of sport 
skirts or sweaters in his windows and the 
number of sales in that particular de- 
partment the next day or two measures 
the effectiveness of his window. But 
for the banker it is a much more difli- 
cult task to put his finger on the num- 
ber of new savings accounts or deposit 
box sales that are directly due to his 
window. Of course, if his display deals 
with a particular bond issue, the num- 
ber of inquiries resulting gives him a 
gauge as to its pulling power or if his 
savings display is tied up to little home 
banks he can perhaps measure to a 
certain extent by the number that are 
given out of the savings cages in the 
next few days. 

We are, however, satisfied that our 
windows are accomplishing certain defi- 
nite objectives for us, and are helping 
materially in soliciting new business. 
First of all our display window has in- 
dividualized our bank in the minds o! 
Madison people. Often there is little 
to mark any difference between banks 
in the minds of the general public. 
But our window displays have already 
marked us as “different.” The very 
fact that people speak of ours as “the 
bank with the window” is proof it has 
set us apart from other banks. It has 
marked us as a progressive, wide-awake 
institution and has helped fix our loca- 
tion in the minds of the public. 

Then, too, our windows have enabled 
us to display in a graphic way the 
specific services we have to offer to the 
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CLEARING HOUSE 


people who pass our doors. We feel 
that our windows reach many who 
perhaps would not be touched by any 
other form of advertising. While it is 
sometimes hard to trace exact results, 
we know that our windows have aided 
very directly in getting people to come 
into the bank and have been a big 
factor in building our deposits. 

Our bank is open but six hours a 
day, but our display window is on duty 
twenty-four hours every day and it is 
selling the Commercial National Bank 
to everyone that passes by. 


A Glimpse Into the Future of 
A. I. B. 


(Continued from page 11) 


speaking is the forum; during the past 
educational year the number of forums 
has increased from thirty-three to 
fifty-five; more will undoubtedly be 
established next year. The develop- 
ment of debating naturally follows as 
the result of public speaking and forum 
interest. 


| Denna the past year there were 
thirty-one interchapter debates 
throughout the United States. This is 
an indication that business is rapidly 
taking on the requirements of a pro- 
fession. Ask a man busy with public 
affairs to name the most valuable 
asset of a business man and he is 
likely to say “‘power of expression.” 
Every man acquires a vast experi- 
ence; few men develop the strength to 
translate it to others. For years the 
business man has been appearing 
before the public by proxy. The law- 
yer, educator, and minister have been 
busy interpreting the business prob- 
lems of the day. A secluded industrial 
leader will accomplish just as much 
for his business as a secluded educator 
will accomplish for education. Public 
service is now calling for men who can 
express the complexities of modern 
industry. Leadership and expression 
are pretty nearly synonymous. Public 
speaking is not an art or an embellish- 
ment; it is a necessity. 

Third, reaching the country banker. 
The coming year will see the beginning 
of an industrial program destined to 
make history for the American In- 
stitute of Banking. Up to this time 
thousands of country bankers have 


ees 


How about a Bank Magazine 
under your own name? 


P. M. REED 
111 West Washington Street, Chicago 


Hoover 


Armored Bodies 


© 


@ Take away that uncertainty 
which always hovers over the un- 
protected transportation of money. 


@ A Hoover Armored Body will 
safely and economically carry all 
funds, a service your clients will 
appreciate and one that will 
appeal to the community in 
general. 


@ Banking institutions every- 


where are recognizing the real 


merit of this investment. 


@ Detailed information and speci- 
fications will gladly be forwarded 
upon request. 


© 


HOOVER BODY CoO. 
YORK, PA. 
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DETROIT 


Flexlume Elgeere Signs 
: peer Electric Signs are suited to the 


most beautiful buildings. Their raised, snow- 

white glass letters make them excellent day 

signs as well as night signs. They have greatest 

reading distance, lowest upkeep cost, most artistic 

designs, and the backing of the largest factory in 

the world making electric signs exclusively. 
| Let us send you a sketch showing 

@ Flexlume to suit your building 

FLEXLUME CORPORATION 

1050 MILITARY ROAD BUFFALO, N. Y. a 
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Jefferson State Bank 


of Mt. Vernon, Ill. —a combined bank, office and store 
—* of six stories, containing 54 offices on upper 
oors. 
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Here's part of a recent letter they wrote us: 
““We have now been 


in our new building 
more than two months. 
The longer we are in 
it the better we like it, 
and at no time have we 
ever regretted placing 
the contract with you. 
If we had another 
building to erect we 
would certainly want 
you to construct it 
under your single con- 
tract plan, which we 
found very satisfac- 
tory, as it relieved us 
from dealing with more 
than one contractor.” 


Under this plan the 
cost is determined and 
guaranteed by us in 
advance. 

St. Louis Bank Equipment Company 
Bank Builders 807-811 Walnut Street, St. Louis, Mo. 
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We will, without obligation, furnish 
photographs, plans, eost data, and other 
information to any banker who may be 
interested in bank building or equipment. 
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been unable to take advantage of the 
study courses except through corre- 
spondence. The new study group plan 
will organize students into classes of 
ten, twenty, thirty, and place an 
instructor in charge. In this way, 
round table discussions will introduce 
personal contact and the stimulation 
of class work. At last the young banker 
in the smaller community will have a 
live, personal instruction brought to 
his very door. Th» possibilities of this 
development are beyond anticipation. 
Every Institute officer will have an 
opportunity to extend the spirit of the 
organization into the very districts 
where education is most needed and 
will be most welcomed. 

Fourth, meeting the public. The 
banker intends to avoid the misunder- 
standing attendant upon _ isolation. 
During the past year fifty-one commit- 
tees provided 1,606 speakers from thei: 
membership to give talks to 372,75: 
public school pupils and addresses 
before 399 civic organizations. The 
coming year will witness an extension 
of this work. Bankers have become 
public servants. There is no greater 
expression of optimism today than the 
desire of business men to lift the leve!| 
of democracy and citizenship through 
an understanding of our common 
problems. Through such co-operation, 
ideals will be promoted. 

Every business man is interested in 
every activity that aims to bring 
more intelligence and more humanity 
into the great field of industry. The 
ignorant producer and _ distributor 
injure legitimate business to the same 
degree that the quack and shyster 
injure medicine and law. There will 
always remain but one way to meet 
the problems of the age, and that is 
through the medium of education. 


A Bargain 


THE other day a stranger entered 
the Indiana National Bank and 
wanted to borrow $5. He was told 
that the bank did not lend such small 
sums. 

“But,” he went on, “‘lending money 
is your business, isn’t it? 

The banker admitted that it was. 

“Well, I’ve got good security,” said 
the stranger, ‘‘and I want to borrow $5.” 

Finally the banker, half from fatigue 
and half from amused curiosity, agreed 
to make the loan. When the note 
was all drawn and the interest of 35 
cents paid, the stranger drew from his 
pocket $10,000 worth of government 
bonds and handed them over as 
security. Before the banker could 
express his astonishment the stranger 
said: ‘“‘Now this is something like il. 
Over at the other bank they wanted 
me to pay $10 just for a safe deposit 
box to keep these things in!” 

— Houston Posi. 
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CLEARING HOUSE 


All Messages Written in 
Bookkeeping Department 
Instantly Appear at Proper 
Cage in Main Banking Room 


All Messages are 
in Exact Handwriting 
of the Clerks 
Handling Each Transaction 


Stations Cost 
28 Cents 
Per Day!! 


(We maintain free) 


All Messages Written Here 
Instantly Appear in 
Bookkeeping Department 


Thirty-seven 


Bankers Endorse This 
System for Many 
Reasons 


THEY SAY: 


It prevents embarrassment to depositors by 
enabling tellers to secure “balances” secretly, 
silently and instantaneously, without the 


- knowledge of the depositors standing nearby. 


The messages are transmitted accurately and 
the handwritten (indelible) record fixes respon- 
sibility when the human element errs. 


The “lines” move faster on “busy” days because 
the tellers secure “balances” before some 
depositors reach the windows. 


It Keeps the Tellers in the Cages 


Places the Bookkeepers in Unused 
Part of the Building and 


Is a Builder of Greater 
Good Will for the Bank!! | 


— 
| It Leaves 


Paying Teller Exchange Teller Pass Books Teller Note and Discount Teller 


SEND FOR OUR MAN—OUR BOOKLET—OR BOTH — 
TELAUTOGRAPH CORPORATION 


(Serving Banks Since 1902) 


448 West 37th Street, New York 
SERVICE IN 141 CITIES 


Branches in 36 Cities 


In writing to advertisers please mention The Burroughs Clearing House 
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ETERNAL INK. 


‘Selected by the 


American Express Co. 
—as proof against age, air, 


sunshine, chemicals and fire 
in competition with seven 
other brands of writing inks, 
Higgins’ Eternal Ink was selected by 
theAmericanExpressCompany as best 
suited to the exacting requirements 
of their travelers’ cheques, vouchers 
and other important documents. 
The ever-present element of safety and 
security in this permanent carbon ink 
has made it the choice of thousands 
of other business and professional 
organizations throughout the world. 
The first and only safe writing ink! 


2 oz. bottles, 15c each 
Quarts - - $1.25 


Made by the Manufacturers of 
Higgins’ Drawing Inks 


CHAS. M. HIGGINS & Co. 
271 Ninth St. Brooklyn, N. Y. 


CHICAGO 


LONDON 


an unusual book 
of value to every banker 


$2.50 


Illustrated 


“BUILDING THE BANK 
FOR BUSINESS”’ 


by T. H. MOYER, 
a leading authority on bank buildings 


Tells how a bank building, in itself, can 
create business. A sound, sensible treat- 
ment of the principles and factors that make 
a customer proud to call a bank “‘his bank."’ 

Not an abstract treatise filled with tech- 
nical descriptions of building materials. But 
an interesting and helpful exposition, written 
for YOU, discussing and illustrating the ele- 
ments which have been employed in building 
successful bank buildings. - 

It will open your eyes to the possibilities 
of the power of your building in terms of 
success. 

Invaluable to the man concerned with the 
problem of bank expansion. 

Send for it today. $2.50—postpaid. 


THE DANDO COMPANY 
533 NortH ELEVENTH STREET 
PHILADELPHIA 


Discussed It 


reference can be made.” 


Clearing House. 


The Executive Committee 


“One of the recent articles 
in The Burroughs Clearing 
House was deemed of such 
importance that it was a 
subject of discussion at a 
meeting of our executive com- 
mittee,” writes R. R. Bru- 
bacher, cashier of the Toy 
National Bank, Sioux City, Ia. 
“We have found it expedient 
to install a file containing 
articles clipped from your 
magazine to which future 


As a bank officer, you'll find 
something of value every 
month in The Burroughs 


THE BURROUGHS 


The Focal Point of Bank 
Accounting 
(Continued from page 19) 


the sheet to include the day’s journal 
entries. Entries are added or subtracted 
to the balance shown on the previous 
day’s statement and the new amount 
arrived at is written into the proper 
space on the current sheet. A ledger 
in the ordinary sense is not necessary. 
all of the work being completed on the 
daily statement sheet. 

Where the regular ledger system is 
used, a trial balance is taken on a 
special form printed with the name o! 
each account. This form may be 
loose-leaf or a sheet in a bound book. 
It serves to present a daily statement o! 
the bank’s conditfon. 

The forms should be designed as far 
as practical so as to assemble the 
figures needed for reports of condition 
to the comptroller of the currency or 
to state banking departments; and to 
group and assemble the figures to give 
the officers desired information as to 
needed reserves and cash position. 
Where a loose-leaf statement form is 
used it may be designed to fit an 
adding machine, enabling the writing 
up the statement direct by maehine. 
Many banks also use a condensed 
memorandum form so that the more 
important figures may be displayed ai 
an early hour to the officers. 


IN SOME cases several copies are 
made by the use of carbon paper. 
Often parallel columns are used so that 
a sheet holds a week’s work. Some 
forms show the net profit only for the 
period, expense accounts being de- 
ducted from income, so that the daily 
statement book totals represent the 
total resources in the same form as 
would be used for a report of condition. 
With a bank that must report to 
several supervising bodies, such as a 
state banking department and the 
Federal Reserve Board or a clearing 
house, it is not possible to arrange the 
figures in the daily statement so as to 
conform to the differing arrangements 
of each of the forms. In the grouping 
and re-grouping that must be done, the 
preparation of blank work sheets in 
advance for each of the reports 
simplifies the task. These work sheets 
leave spaces for each account shown on 
the daily statement and are arranged 
to show just which items are com- 
bined. Having work sheets prepared 
in advance, makes the getting out of 
actual figures mechanical and largely 
eliminates any stress or hurry that 
might otherwise come. The work 
sheets, as their name implies, have 
nothing to do with the statement book 
itself, but are merely separate sheets 
used in assembling the figures when 3 
call is issued. 
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An increasing number of banks are 
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CLEARING HOUSE 


setting up reserve accounts on their 
general books. A reserve for taxes is 
widely used. A reserve for savings 
interest with a daily or monthly credit 
thereto furnishes a conservative method 
of providing for this expense as it 
accrues. The practice lessens the 
extreme fluctuations in the earning 
figures that otherwise come quarterly 
or semiannually. A reserve for contin- 
gencies, though not so widely adopted, 
has found its place in the books of 
many important banks. Usually this 
reserve is provided for the purpose of 
covering losses from bad loans. This 
is following in the footsteps of good 
mercantile accounting where a fixed 
per cent of the accounts receivable or of 
sales, is set aside into a reserve for bad 
debts. It is probable that the reserve 
for contingencies will develop so that 
well-managed banks will set over into 
this reserve each month a fraction of a 
per cent of the total loans made. The 
per cent to be used will be worked out 
to accord with the previous loss 
experience. This practice would recog- 
nize that losses are one of the expenses 
of banking and should be charged as 
an insurance premium against the 
period when the loans are made. Such 
a deduction is permitted under the 
income tax law. At present, even 
where banks have such a reserve, addi- 
tions to it are more likely to be at irregu- 
lar intervals and arbitrary in amount. 


Spee of the largest banks of the 
country carry the reserve idea even 
further. They budget their expenses, 
or at least the large items, on an annual 
basis and set aside each month suffi- 
cient to cover them. 

The accruing of interest on loans is 
not at present so much to the front as 
it was when required for national bank 
calls. Nevertheless, the principle is 
undoubtedly sound, particularly where 
a bank discounts the larger portion of 
the paper in its pouch. Discount 
should not be shown as an earning 
until actually earned. Some bankers 
have objected to including accrued 
interest as an asset, but if the note 
itself is good, the accrued interest is 
just as good an asset both at law and 
in fact. Bond interest and other siz- 
able and determinable income should 
be likewise accrued. 

The actual amount earned each 
month is a most important figure for 
the executive officers. This figure will 
indicate, when compared with past 
records, the bank’s position as a profit 
making institution and its changes. 
The cash receipt and expenditure basis, 
on the other hand, may not show the 
true facts for several months, earnings 
being kept up by the collection of back 
interest. 

: Furthermore, the keeping of accrual 
figures furnishes one of the best audit- 
ing protections that can be obtained. 


The 


Is It Yours? 


HEN shades are half lowered, is your 


desk thrown in the dark? Are you con- 
stantly inconvenienced and discomforted be- 
cause daylight is not properly distributed 
throughout the bank? 


Then you will appreciate the perfect service in 
regulation and distribution of daylight rendered 
by Western Venetian Blinds. 


This modern window equipment regulates the intensity of 
daylight, eliminates annoying, glaring sunlight and dis- 
tributes soft, restful daylight throughout the bank. Thus, 
ample light is furnished not only to desks near windows 
but to those desks on the far side and in corners of the room. 


This effective control of daylight is accomplished by re- 
flection. Light strikes the adjustable slats, is reflected 
to the ceiling where it is again reflected and diffused. 


And in addition to regulation of daylight, Western 
Venetian Blinds provide for ventilation, permitting a 
free circulation of fresh air, without draft and without 
interference with daylight control. 


Send now for our catalog, showing installations of Western 
Venetian Blinds in representative banks. Mail the coupon. 


Western Blind & Screen Co. 


General Offices: Los Angeles, Calif. 
Factories: Los Angeles and Kansas City 


BRANCH OFFICES: 
Chicago, Lll., 326 W. Madison St. KansasCity, Mo.,14thand Montgall 
Seattle, Wash., 1425 Fifth Avenue Portland, Ore.,213 Fitzpatrick Bldg. 
Atlanta, Ga., 803 Flatiron Bldg. San Francisco, Cal.,921 Hearst Bldg. 
New York, N. Y., 41 E. 42nd St., 310 Liggett Bldg. 


TEXAS AGENTS: 


Two Republics Sales Service, 523 Hicks Bldg., San Antonio 
218 Southwestern Life Bldg., Dallas 401 2nd Nat’l Bank Bldg., Houston 


Thirty-nine 


Desk in the Dark! 


Note this Scientific 
Method of Lighting 
Western Venetian Blinds 
of window 
area for lighting purposes. 
Distribution of daylight is 
accomplished by reflection, 
thus eliminating glare and 
providing perfect light for 
every part of the bank. 


Western Blind & Screen Co. 
2703 Long Beach Ave. 
Los Angeles, Calif. 
Gentlemen: Please send me, 
without obligation, your 50- 
page illustrated catalog, ‘‘Indi- 
rect Daylight For Banking 
Rooms."’ 


Name 


Address 


Western Venetian 


MORE LIGHT~MORE AIR~ LESS GLARE 
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This panel appears in our 
page advertisement in The 
Saturday Evening Post. 


400 


to say this for you 


in every Saturday Evening Post ad 
—reaching millions of readers 


OU know, as every banker 

does, that there are millions 
whoare still “bank shy.” In The 
Saturday Evening Post — where 
space costs more than $10 an 
agate line —we regularly devote 
a prominent “panel” to the “Pay 
by Check”’ idea. 


Then tell the story of positive 
protection against check raisers 
—which banks can now offer to 
depositors. Through Super- 
Safety INSURED Bank Checks. 


They are made of the world’s 
safest paper. Protected by The 
Wm. J. Burns International 
Detective Agency, Inc. 


Safety paper and mechanical de- 
vices, good as far as they go, are 
notinfallible. The master-crook 
often finds a way to beat them. 
Insurance is the only positive 
protection against loss! So... 


Super-Safety IN- 
SURED Bank Checks 
automatically insure. 
bank and depositors 
for $1,000 against loss 
through fraudulent alteration of 
checks. This insurance is carried 
by the Hartford Accident & 
Indemnity Company, one of 
America’s strongest companies. 


This is something definite for 
you to merchandise in getting 
new business and holding present 
accounts. And we furnish real 
co-operation in helping you cash 
in on it. 


Get all the facts now! Address: 


THE BANKERS SUPPLY COMPANY 
World's Largest Manufacturers of Bank Checks 


New York Chicago San Francisco 
Atlanta Dallas Denver 


If the bank’s records show the amount 
of income that should be collected and 
this amount is not realized, it signals 
at once the necessity of finding the 
reason. It may not, for taxation 
reasons or otherwise, be always advis- 
able to put accrual figures onto the 
general books, but they should at least 
be worked out in memorandum form. 
The First Iowa State Trust and 
Savings Bank of Burlington keeps, in 
addition to its regular books, a memo- 
randum journal and ledger in which are 
carried accounts for reserves, accruals 
and prepayments. Entries are made 
once a month only, so that a statement 
taken from these books shows to the 
directors the exact position of the bank 
though the regular books are on a cash 
receipts and expenditure basis. 

Important as accuracy may be else- 
where, in no place is it considered more 
necessary than in the keeping of the 
general ledger and a good system is a 
source of continual satisfaction. 


Specialized Service for Shop 
Men 
(Continued from page 16) 


method we used to quiz each applicant 
for a withdrawal, who could not write 
English. We asked a standard set of 
questions. All right; this man probably 
has learned the questions from his 
roommate or perhaps he, too, is a 
depositor here. He comes in, answers 
the questions satisfactorily, displays 
the pass book, forges his roommate’s 
signature, draws some money, and goes 
out. Of course, such instances were 
exceptional, rather than the rule, but 
they did occur. Now, with our finger- 
print system, fraud of that kind is al- 
mostimpossible. I donot recall a single 
instance of it in the last few years.” 

But the chief value of this system is 
its psychological effect. Lieutenant 
C. H. Ewing, who supervises the identi- 
fication bureau, points out that a crook 
or would-be crook thinks twice before 
he will put his finger prints on paper. 


THE Highland Park State Bank 
furnishes the pay-roll money for the 
Ford plant across the street. The 
daily pay roll of the plant amounts to 
between $500,000 and $700,000. 

Each morning the paymaster at the 
plant tells the pay-roll teller of the 
bank how much money will be required 
—and specifies the denominations — for 
the pay envelopes on the following day. 

The money comes from the Federal 
Reserve Bank branch, downtown in 
Detroit. 

An armored car backs up to the 
door of the Federal Reserve Bank. 
The money goes into a vault in this 
armored car and the combination 
lock is turned by the attache of the 
Federal Reserve Bank. With two 
uniformed men on the driver’s seat 
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Avoid Disputes 


Keep an hour and 
minute time record 
of every visit to your 
safe deposit vaults. 


The Kastens Time 
Stamp 


Prints Each 


MINUTE 
Hour and date 
automatically. 
AUG 2 28 8 1917 3 43 PM 
(Facsimile Imprint) 


Catalog? Yes, an interesting one, too! Send for it now. 


HENRY KASTENS 


422-424 W27thSt. New York City, N.Y 


OVER 75,000 IN USE 


Reed Master Plan 


EMPHATICALLY | 
ADVERTISING © 
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No Reaching—Leaves Fingers: Free 
Speeds the Work— Protects the Health 
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EVER READY FINGER MOISTENER CO. 
1051 W. 7th Street St. Paul, Minn. 


Ask Your Banker— 


or any other banker—whether he 
reads The Burroughs Clearing 
House. 


Q] Ask him, too, how many others 
in his bank read his copy after 
he is through with it. 


Qj That will convince you that 
The Burroughs Clearing House is 
read by at least one executive in 
every bank in the United States 
and Canada. 


Q] And our rate card will show you 
that The Burroughs Clearing House 
gives you this “bank executive” 
circulation under $6.00 per page 
per thousand—an exceptionally 
low rate. 


Gj If you sell to bankers, The 
Burroughs Clearing House is your 


“best buy.” 
Write for rate card. 
The Burroughs Publications - "Mire. 
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and two guards, armed with riot guns, 
in the rear compartment, the truck 
rolls to, Highland Park. Occasionally 
extra guards accompany the machine. 
None of these guards knows the com- 
bination of the lock on the vault inside 
the car. 

When the truck arrives at the 
Highland Park bank the vault is 
opened by the pay-roll teller, the only 
person there who knows the lock 
combination. The money is carried 
into the bank under heavy guard, and 
then the teller and his assistants count 
it into the proper amounts. Then it 
goes into a miniature electric tramway, 
which runs from the teller’s cage to a 
room in the basement. There, under 
guard of five or six men, the money is 
tucked into the pay envelopes by men 
from the Ford paymaster’s office. 
Then, by way of an electrically pro- 
tected tunnel under the street, it 
travels over the electric tramway to 
the paymaster’s office at the Ford plant. 


THE Highland Park bank is a busy 
place, particularly about 4 o’clock in 
the afternoon, when the day shifts at 
the plant are coming off duty and the 
shop men jam the lobby. 

Of course, the lobby is not so crowded 
all day, but there is a constant stream 
of persons going in and out. The bank 
is not a large one, as banks go. The 
lobby is spacious, but not huge. Yet 
each day, in one manner or another, the 
bank serves between 4,000 and 5,000 
persons. Twenty-one tellers are kept 
busy, and the latest time-saving devices 
expedite their work. 

And now; of how much value to a 
bank is the wage earner? Has the 
Highland Park State Bank provided a 
real service to the factory worker? Has 
it fulfilled the visions of its organizers, 
and has it justified their efforts? 

A summary of the bank’s deposits, 
by five-year periods, from 1909 to 
1924, provides the best answer. 

At the end of 1909, the year of the 
bank’s birth, its deposits were $145,000. 
By June of 1914 the deposits had 
reached $4,628,000; June of 1919 saw 
them at $17,110,000, and the state- 


ment as of June 24 of this year showed - 


deposits of $24,730,000. 

James Couzens, now United States 
Senator from Michigan, was first 
president of the institution. Although 
he is no longer actively identified with 
the direction of its affairs, he is still 
concerned with its welfare for senti- 
mental reasons and retains a financial 
interest as well. 

The present officers are James T. 
Whitehead, president; George R. An- 
drews, F. E. Quisenberry and A. L. 
Couzens, vice-presidents; F. J. Maurice, 
cashier; H. G. Wood and W. A. May- 
berry, assistant cashiers; L. J. Thomp- 
son, auditor; and L. F. Merz, manager 
of foreign exchange. 
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Union Trust Co- 


Cleveland, O- 


A Big 


Bank Needs a Lot 
of Van Dorn Steel Equipment 


BRANCHES: Cleveland 


The Union Trust Company, Cleveland, has just 
completed a huge bank and office building. They 
have equipped their magnificent new quarters with 
Van Dorn steel files, cabinets, furniture, shelving, 
lockers, counter rears, cages, etc.—one of the 
largest single orders ever placed. The pictures 
above can do little to suggest the extent or the 
completeness of this equipment, but a catalog will 
be sent on request giving more detailed informa- 
tion. You should have it whether you are 
considering new quarters, or additions to or 
alterations in your present quarters. 


THE VAN DORN IRON WORKS COMPANY 
CLEVELAND, OHIO 


New York Chicago Philadelphia Washington 
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Grow two Customers 
where one grew before 


Entirely new plan to secure two more 
depositors for every one now on your 
books. 
customers. This handsome désk clock 
bank and our plan will do it. 
nothing to learn how. 


STRONGHART CO. 
2944 West Lake Street ~ 


[WRITE pay! for the Best Idea in Years| 


Cements friendship of present 


Costs 


CHICAGO 


and Bank Signs 


=: 
= 


= 


= Puts Joy in Living} 
assembles under one banner the 
greatest masters of the day. 


It is not built to imitate. It is 
essentially different! It is unlike 
anything that has gone before. 


porters describe it. 

For example, it was sixteen months 
in the building and the highest 
paid copy-writer in the world is 
the principal contributor. 


Inform yourself completely about 
CHEER before you buy any 


Savings Promotion Plan. 


P. M. REED 
111 West Washington Street, Chicago 


Bank Employees Make 
Extra Money This Way 


Nearly every person who comes into a 
bank is a prospect for one or more of the 
Defiance line of office appliances, ranging 
in price from $10 to $600. Very likely 
your own bank uses them for they are 
in common use by banks, public utilities 
and business houses. 


It will be easy for you to interest 
customers of your bank in the Defiance 
line and call on them after hours to book 
their orders. 


The commissions are liberal and the 
work pleasant and easy. With just a 
little effort on your part, you can earn 
enough extra money to buy that auto- 
mobile or house you have wanted so long. 


Write Sales Manager 


Defiance Manufacturing Corp. 
Rochester, N. Y. 


Selling Life Insurance 
Trusts 


By FLANK L. WENDELL 


PRACTICALLY every article, ad- 
dress or booklet on the subject of 
life insurance trusts starts off with the 
assertion that from 85 per cent to 90 
per cent of the proceeds of life insur- 
ance are dissipated within the first 
seven years of their receipt. 

That is the conventional opening. 
The percentage figures differ but the 
number of years is always the same— 
the perfect number seven. 

The present writer does not believe 
that there is any such definite informa- 
tion available as to just how rapidly 
or how almost universally life insurance 
riches take to themselves wings. But 
no one with any experience or any 
opportunity for observation in financial 
matters doubts for a minute that the 
average lump sum life insurance pay- 
ment has a slim chance of remaining 
permanently to brighten the home of 
the person who receives it. 

By the same token, the trust officers 
of a trust company or bank that is 
pushing the life insurance trust plan 
can enjoy the extreme satisfaction of 
knowing that they are doing something 
to prevent a loss that is constant and 
distressing no matter what the exact 
figures may be. 

It is a noticeable fact that those 
men who are in a position to see the 
successful working out of life insurance 
trusts are most enthusiastic in further- 
ing the idea. Evidently it was such a 
man who wrote this advertisement: 


Your wife and little children, how de- 
pendent they are upon you for food, 
clothing, shelter, education — everything! 

You’re taking good care of them now, 
giving them a comfortable home, providin 
some luxuries as well as the necessities o 


life, and trying to teach the youngsters | 


the importance of thrift. 

But if you should be suddenly taken 
ee today, tomorrow, how would they 
fare 

“Oh,” you say, “‘my life’s insured. There 
psy be money enough to take care of 
them.” 
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But are they old enough and experienced 
enough to fake care of the money, or is there 
not agen danger of its slipping out of their 
hands, leaving them utterly defenseless? 

To prevent any such unfortunate pos- 
sibility, take immediate steps to establish 
a life insurance trust with this strong finan- 
cial institution, transferring your policies to 
it as trustee and making arrangements for 
it to safeguard and manage life insurance 
money for the benefit of your heirs. 

Then you can rest assured that your 
family will be really protected in case you 
are called and they are left. 


That, in a nutshell, is the mission 
and the opportunity of the life insur- 
ance trust, which is becoming more 
and more a factor in our economic life. 


A Wide Field of Usefulness 


The value of an inheritance depends 
largely upon its permanency. Leaving 
what we save, unfortunately, does not 
always mean saving what we leave. 
There is a terrific waste of life insur- 
ance money left in lump sums. Only 
about 5 per cent of all life insurance 
policies are taken out in the form o/ 
income contracts. 

‘It is estimated that the wastage 
from worthless or almost worthless 
investments is a billion dollars a year. 
A good deal of this is life insurance 
money. Life insurance is a great 
builder of estates. Indeed, that is 
its primary object, but are those estates 
continued after they are created? 
Statistics prove that in many cases 
they are not. 

More than 76,000,000 life insurance 
policies are being carried in 246 Ameri- 
can and Canadian companies. Fifty 
billion dollars of life insurance has 
been written in this country. New 
policies are being written at the rate 
of more than ten billion dollars’ worth 
a year. 

A policy of life insurance is in the 
nature of a testamentary disposition. 
It is simple in its terms, definite in its 
provisions and it constitutes a will 
against which no statutory contest 
can be brought. But the money it 
provides needs to be protected. When 
a man dies his family loses his personal 
ability and earning power. Both of 
these are supplied in larger measure 
by means of a life insurance trust than 
by the policy alone. 


Three Kinds of Life Insurance 
Trusts 


In the main, there are three kinds of 
life insurance trusts: 

1. What might be called a passive 
trust. That is, where the insured 
makes over his policies to the bank or 
trust company as trustee, depositing 
them in its care, but continuing to 
pay the premiums himself. 

2. The Cumulative. This calls 
for a life policy or policies and enough 
additional in money or securities so 
that from the income the trustee can 
meet the premiums as they fall due, 
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CLEARING 


and from time to time make invest- 
ments in securities to be held in the 
trust estate in addition to the proceeds 
of the insurance. Sometimes the 
trustee may use the surrender value 
of a policy to buy more insurance with 
the income of the money so received, 
provided, of course, that the creator 
of the trust is still insurable. 

3. The Fixed or Funded. In this 
case, besides turning over the policies, 
the insured also deposits securities, 
the income from which will pay the 
premiums, taxes and trust charges. 
The trust company or bank looks 
after the re-investment of funds and 
the final disposition of the money as 
directed in the agreement. | 

This latter form undoubtedly is the 
best, from the trustees’ standpoint at 
any rate, as it is more permanent than 
the passive form, and probably more 
profitable than the cumulative as it 
does not involve so much work. 


Co-operation With Life Insurance 
Agents 


There is an inereasing amount of 
co-operation between life insurance 
agents and financial institutions, es- 
pecially in this matter of the life 
insurance trust. While not a few 
agents are to be found who prefer to 
sell the annuity policies of their own 
companies, here and there agents 
are strongly recommending to their 
clients the advantages of the life 
insurance trust as an effective means 
of preventing the dissipation of life 
insurance proceeds. Following is a 
quotation from the advertisement of a 
life insurance company: ‘“‘We believe 
that trust companies offer advantages 
because of their permanence and their 
experience in handling estates. Where 
judgment must be exercised, where 
supervision is required or where the 
necessity of liquidation may exist, the 
knowledge and skill of a trust company 
is superior to that of a private exec- 
utor.” 

Likewise trust companies and banks 
frequently speak a strong word for 
life insurance. It is not uncommon 
to read in financial advertisements 
such sentences as this: “Take out all 
the life insurance you can possibly 
carry.” One of the largest life in- 
surance trusts on the books of the 
Detroit Trust Company is that of a 
certain professional man with whom 
the trust company was originally 
placed in touch by his life insurance 
agent. 

Nor need there be any competition 
with the investment house in selling 
the prospect a proper provision for the 
future. As a Chicago trust officer 
puts it, “By means of this plan you 
obtain the co-operative effort of the 
insurance company, the investment 
banker and the trust company, all 
working to persuade the prospect to an 
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HEN customers crowd in front of the 

teller’s window, every minute counts. 
This is the time when paying tellers are apt 
to risk payment on checks without verifying 
signatures. 


To correct this condition thousands of banks 
have placed their signature cards in RAND 
Visible Signature Card Cabinets, for with 
RAND, verification of each signature on each 
check can be made in one-fifth the time re- 
quired by card-in-the-box files. This in- 
creased speed in authorizing checks eliminates 
the desire to take a chance in the passing of 
doubtful signatures. 


“The forger is called the bank’s worst foe,”’ 
said the American Bankers Association, in a 
recent report pointing out the tremendous 
loss to banks of $50,000,000 last year due to 
preventable forgeries. Any moment you may 
be called upon to pay tribute to the forger. 
Why not investigate the protection RAND 
affords to hundreds of banks? The coupon 
will bring complete information, gratis. 


Note: Your present cards can’ be used in RAND 
Visible Equipment. 


RAND COMPANY, Inc. 
808 Rand Building North Tonawanda, N. Y. 
CANADIAN PLANT: NIAGARA FALLS, ONTARIO 


Forty-three 


James H. Rand invented VISIBLE 
Records. There have been imi- 
tators of RAND Systems, but the 
genius which created leadership 
has continuously maintained it. 


the many hun- 
dreds of banks, large and 
small, all over the coun 

which are daily using RAN 

Visible Signature Card equip- 
ment to check forgeries and 
speed service to depositors: 


Wells-Fargo Nevada National 
Bank, San Francisco. 


National Bank of Commerce, 
Detroit. 


Drovers & Mechanics National 
Bank, Baltimore. 


Buffalo Trust, Buffalo. 


Hibernia Bank and Trust 
Company, New Orleans. 
Second National Bank, 


Houston. 


Gotham National Bank, New 
York City. 


Hackensack Trust Co., 
Hackensack, N. J. 


First National Bank, Boston 


THIS COUPON 
will bring you information regard- 
ing the advantages of ND 
Visible Records for 

Signature Cards 

Safe Deposit Records 
Stop Payment 

[] New Business File 

Inactive Ledger 


RAND CO., Inc., 808 Rand Bldg. 
North Tonawanda, N. Y. 
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Advertise your 
business - but 
Keep your pri- 
vate affatrsto 


yourself = 


De" shout when talking 
into the telephone. Put a 
Whisper-it Mouthpiece in place 
of the one now on your tele- 
phone and you can talk in natu- 
ral low tones, even whisper, 
_yet be perfectly understood by 
the listener at the other end of 
the wire—and by him only. 
And the Whisper-it is sanitary— 
only highly polished glass can touch 


the lips. Safeguard your confidential 
conversations. 


Send a dollar now for a Whisper-it 
Mouthpiece for your telephone. 
Money back if not satisfied. 


Live Agents Wanted 


| MOUTHPIECE 
B.C. COLYTT LABORATORIES 


565 W. WASHINGTON ST. , CHICAGO, ILL. 


Made to Order 


not a 
Hand-me-Down 


For sixteen years the Proudfit 
Loose Leaf Company has acted 
as expert consultant in Loose 
Leaf matters, for scores of large 
business house throughout 
America. Tell us your needs. 


a demonstrator to show 
you why 


-Proudfits 
Profits 


Proudfit Loose Leaf Company 
17 Logan Street Grand Rapids, Mich. 


identical action, the results of which 
are in many cases three times as 
attractive, mathematically, as any re- 
sults that either alone might offer 
him.” 

Trust companies have found that 
insurance actuaries have been ready 
to co-operate heartily. They have 
furnished actuarial figures for use in 
charts and other literature advertising 
the life insurance trust. Solicitors 
even bring their clients to _ trust 
companies to have the proposition 
explained. No particular life insur- 
ance company is favored by the trust 
officer but the prospect is told to get the 
insurance through regular channels. 

Some difference of opinion exists as 
to whether or not the beneficiary of 
a funded life insurance trust must have 
an insurable interest in the life of the 
insured. An insurable interest is ‘“‘a 
right, title, or lien in, to, or upon the 
life of a person sufficient to sustain a 
contract of insurance thereon.”’ Some 
authorities assert that a person has 
such an interest in the life of another 
if the death of the latter would cause 
pecuniary loss to the former. It seems 
to be the consensus of opinion that one 
who obtains insurance on his own life 
can without any contravention of 
public policy make it payable to any- 
one whether or not the beneficiary 
has an insurable interest. The point 
is the insured has an insurable interest 
in his own life and therefore can take 
out insurance payable to himself or to 
his estate. Of course there must be no 
fraudulent intent or any attempt to 
procure insurance for an uninsurable 
person. It is also apparent that a 
trust company or bank named under 
a deed of trust as beneficiary has an 
insurable interest in the life of the 
person insured. 


Federal and State Taxation 


There is also difference of opinion 
in regard to the taxability of a revo- 
cable insurance trust. The trust 
officer of the Bankers Trust Company, 
New York, believes that if no part of 
the premiums are paid by the insured, 
such a trust might not be taxable 
under the federal estate tax, but under 
the New York State inheritance tax 
it would be subject to tax. The pre- 
vailing opinion is that irrevocable 
trusts are safer from taxation than 
those that are revocable. This is 
something that has to be watched as 
the tax laws are frequently changed 
and legal decisions regarding them 
are being made from time to time. 

Large estates are frequently obliged 
to sell securities at a loss in order to 
pay inheritance taxes. This enforced 
sales of securities can be prevented 
by taking out life insurance for the 
specific purpose of paying inheritance 
taxes. 

Clients should be urged to consult 
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their insurance man about taking out, 
in addition to the regular line, a policy 
to provide a cash fund to cover all 
inheritance and other taxes on the 
estate. This is not tax dodging but 
tax economy. 

Describing the insurance trust plan 
of the Union Trust Company, Chicago, 
C. R. Holden, vice-president, touches 
upon the subject of taxation in a 
recent magazine article as follows: 
“The man of 40 who could perhaps 
lay aside $50,000 in 6 per cent bonds 
and thus assure his family an income 
of only $3,000 gross per year in case 
of his death, is enabled under this 
plan to devote this $3,000 income to 
the purchase of life insurance. Let us 
consider that the $3,000 income from 
the $50,000 in bonds is accessory to 
other personal income of $50,000 from 
salary and other business interests. In 
other words, this $3,000 of interest 
from bonds would have to bear income 
taxes at the peak of an income of 
$53,000. The tax would then absorb 
$930 or 31 per cent of the $3,000. 

“Under the insurance trust plan, 
however, this $3,000 would come under 
the legal provision for a separate trust, 
which provides complete exemption 
for sums under $1,000, and for sums 
above $1,000 the same tax as on the 
income of a single individual. The 
difference in federal income tax alone 
in this case would be $790 per year for 
an entire life of the prospect under 
present revenue provisions.” 


Not Subject to Debts 


When life insurance is payable to 
the estate of the insured, it is not 
only subject to estate and inheritance 
taxes but also to administration and 
the payment of the debts of the de- 
cedent. Under the federal estate tax 
all such insurance must be included as 
part of the gross estate. This also 
applies to insurance over $40,000 
payable to other beneficiaries. 

Thus a life insurance trust, by 
obviating these payments, means a 
distinct saving and provides a fund 
removed from the vicissitudes of 
business, unaffected by possible re- 
verses or insolvency of the insured 
in later years. That is one of the 
strongest arguments in favor of the 
life insurance trust, especially for the 
middle-aged man who is well estab- 
lished but who has doubts as to 
whether his accumulated savings would 
be enough to provide proper support 
for his family in case he should be 
suddenly removed from the scene. 


Why an Institution of Trust? 


Trust companies invest in the same 
high class of securities that insurance 
companies buy, but there is a certain 
flexibility about the life insurance trust 
with a financial institution as trustee 
that is very desirable. 
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CLEARING HOUSE 


Discretionary powers are vested in 
the trustee and this means a great deal 
to the ultimate beneficiaries of the 
trust. For instance, the trustee can 
be instructed to draw upon the 
principal of the fund for a certain 
sum to provide enough for the education 
of children, or for any other such pur- 
pose. A man may want his wife to 
receive Only part of the insurance 
money in a lump sum and the balance 
to be invested safely to yield her a 
regular income. In this way he will 
leave his property with the assurance 
that it will be neither lost nor squan- 
dered by those to whom it is left. 
Dependent persons are not all able to 
manage money. 

There are also closer personal rela- 
tions with those beneficiaries than are 
possible in the case of a life insurance 
annuity. All trust funds are kept 
separate from the other funds of the 
bank or trust company acting as 
trustee. In this connection it is in- 
teresting to note that beneficiaries 
of trust funds have never lost a cent 
in New York State through the failure 
of a trust company. 


Pat's Smart Bank 


pat had opened his first bank ac- 

count and had taken to paying most 
of his debts by check. One day the 
bank sent ‘him a statement, together 
with a packet of canceled checks. Of 
the statement Pat made neither head 
nor tail, but the returned checks greatly 
pleased him. 

“Mike,” he said to a friend, ‘sure 
an’ it’s a smart bank I’m doin’ busi- 
ness wid now.” 

‘““How’s that?” 

‘Why, Oi paid all me bills wid checks, 
an’ be jabbers if the bank wasn’t 
slick enough to get every check back 
for me.” — Life. 


There's a Limit 


ARETAIL dealer in leather goods, 
doing business in Baltimore, wrote 
to a firm in southern Massachusetts 
ordering a carload of merchandise. 
The firm wired him: 
“Cannot ship order until last con- 
signment is paid for.” 
“Unable to wait so long,” telegraphed 
the merchant. “Cancel the order.” 
— The Van Raalte Vanguard. 


P. M. Reed 
1l1l West Washington Street 
Chi¢ago, Illinois 


Lear Reed: 


The bankers of America owe you 
a debt of gratitude for pioneering, 
popularizing, and making practical 
house-to-house distribution. 


Forty-five 


At Last— 


A book on banking law that’s interesting, 
informative and practical. 


“The Lawyer Looks 
at Banking” 


By ARTHUR F. McCARTY. 


152 pages. 
Pocket 
size, 5x6%4. 


Illustrated 
d 


‘*The Book of Thrift’’ 


edition, will help you “‘sell 
thrift” to your customers. It 
willfurnish the ideas, slogans 
and thoughts for your own ad- 
vertising. Written by the “dean 
of financial advertising’ in 
America. Send us your order 


Lawsuits are costly affairs. Many law- 
suits between a bank and its customers 
could be avoided if every teller, bank clerk 
and banker KNEW THE LAW and guided 
himself accordingly. 


“The Lawyer Looks at Banking’’ was 
first published in The Burroughs Clearing 
House in a series of eight articles describ- 
ing the legal entanglements and escapes 
of the “Seedgrowers National Bank.” 


Writing in semi-fiction style, the author, 
who is a noted bank attorney and also a 
an former bank president, gives the actual 
handsomely legal facts surrounding the every-day trans- 
bound. actions in the modern bank. 


“The Lawyer Looks at Banking” gives 
you the essence of banking law, the most 
important legal points, expressed in lan- 
guage any one can understand. 


By 
T. D. MacGregor It is a dependable law book, and also an inter- 
esting bank story in one handy, pocket-size volume. 
$1 6 Noe An index of the legal points covered cites specific 


legal decisions an 
This book, now in its fourth reference book. : 

Bank officers will wish to read this book to 
refresh their knowledge of banking law—and every 
member of your bank force should read it also to 
know why, when and what mistakes in his daily 
work may involve the bank in legal difficulties later. 

Send for “The Lawyer Looks at Banking” 


iC os right away—first copies are just off the press. The 
for “The Book of Thrift” today! 2 you invest in this book may save you a 
hundred times the money. 


BANKERS PUBLISHING COMPANY, 


Financial Advertising Agency, 
400 Toledo Factories Building, TOLEDO, OHIO, U. S. A. 


makes the book a dependable 


Our CHRISTMAS MONEY ENVELOPES 


LONG CURRENCY 


Highest 
Quality 


Many 
Designs 


CUT OUT COIN 


ARTHUR VON SENDEN COMPANY, 316 Fourth Ave., Pittsburgh, Pa. 


In writing to advertisers please mention The Burroughs Clearing House 
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“Our blotter clerks and various depart- 


Machines. The Duplex furnishes auto- 

matic proof for items passing from one 

department to another—saving the time 
of running double lists” 


The Old National Bank of Spokane 
is well known from coast to coast 


“A Burroughs Moon-Hopkins Machine is used in writing 
A We the note register and posting liability ledger accounts. 
'e estimate a $40 per month saving by the installation”’ 


“We use two Burroughs especially 
designed for general ledger, country 
bank ledger and bank statements” 


— 


“We use Burroughs for ‘‘Inour transit department three Burroughs Numerical 
figuring interest on our savings ac- : $ P Transit Machines and one Burroughs oon -Hopkins 
counts, deferred credits in the transit . M Benes Transit Machine handle a maximum of 11,000 items 
department, proving footings, etc.” 2 daily. These machines reduced our clerical work 50%”’ 


Forty-six THE BURROUGHS on 
4 ~ } 
; In writing to advertisers please mention The Burroughs Clearing House 


CLEARING 


“We use 15 Burrou ugh Bookkeeping Ma- 
chines for our individual ledgers and state- 
ments. The machines are great time savers” 


“Our tellers’ cages areequipped 
with special Burroughs Add- 
ing and Listing achines” 


“One Burroughs de- 
signed for posting sav- 
ings, handles 16,000 ac- 
counts and automati- 
cally proves its work”’ 


The Old National Bank Relies on 
Burroughs in Every Department 


In every department—and on every figure job—Burroughs Machines are saving time 
and money for the Old National Bank of Spokane. By their speed and accuracy they are 
helping to build the prestige of the institution; by their economy they are reducing over- 
head and increasing bank profits. 


What better tribute to the thoroughness with which the Burroughs Company has solved 
every figure problem of the banker! 


What better endorsement of Burroughs service to the banks of the country than this 
letter from W. D. Vincent, President: 


“The Old National Bank is 100% Burroughs equipped. We are using at the 
present time fifty-eight Burroughs Machines of the different designs suited to the many 
departments of the bank, including tellers’ cage machines, duplex blotter machines, 
automatic motor returned carriage bookkeeping machines, transit machines, cal- 
culating machines and Burroughs Moon-Hopkins Machines. 

“Without the aid of these mechanical appliances, it would no doubt be quite im- 
possible for banks to handle the immense volume of business required by present day 
commercial and industrial demands.” 


The Old National Bank is typical of the many large banks of the country who are using the 
various styles and sizes of Burroughs Machines on specific figure jobs in every department. 

Read, under the illustrations what Mr. Vincent says about the use of these machines in 
various departments of the Old National Bank. Then call your local Burroughs man and 
let him explain how these machines will make similar savings on similar work in your bank. 


Burroughs Machine Co. 

6078 Second Mich. 

e. Bd like to know how we can 
use Burroughs Machines 


ZA 


Machines |_ Machines 


Machines Machines 


In writing to advertisers ‘please mention The Burroughs Clearing House 
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Adding | BETTER | Billing | 

FIGURES 

— MAKE 
BIGGER 
PROFITS 


Forty-eight 


Counter-height 
Files 
Utility—Files and count- 
ers combined. Save office 
space and steps—put records 

where needed. 
Appearance—Baked 
enamel finish—olive green or 
grained — Bronze trimmed — 
dark green linoleum top. 
Capacity—Every irch of 
space utilized for filing or 
storage. 


Permanence—Solid 
welded steel and lasting finish 
give life-time service. 
Shelving, Files, Desks, Transfer Cases, 
Safes, Counter-heights, Sectional 
Cases, Accessories and Supplies. 
The General Fireproofing Co. 
YOUNGSTOWN, OHIO 
Dealers Everywhere 
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Choosing the New Stockholders 


By FRANK L. WENDELL 


ECENTLY the Merchants Bank 

of Mobile, Alabama, increased its 
capital from $200,000 to $500,000 by 
declaring a stock dividend of 75 per 
cent and selling 1,500 shares of new 
stock at $225 per share. Because the 
original issue of its stock had been 
very closely held since its organiza- 
tion, the executives of the bank saw 
great possibilities for two desiderata, 
and to accomplish them, 


your subscription will be due and payable 
at our bank on May 10, 1924, and stock 
will be issued as of May 15, 1924. 

Your name will be a welcome addition to 
our list of stockholders. 


Very truly yours, 
President. 


By the afternoon of Thursday, the 
next day, after the foregoing letter 
was sent out and the first 


requested the old share- 
holders to waive their usual 
right of subscription to the 
new stock, which they did. 
First the loyalty of many 
customers who had been 
faithful friends for years, 
but who were not stock- 
holders, would be cemented 
if a share in the profits of 
the bank were to reach 


day that the public had any 
knowledge that the new 


pane stock was being offered for 


sale, the stock issue had 
been over-subscribed by 500 
shares, this fact being an- 
nounced by one of its di- 
rectors at the Rotary Club 
luncheon at one o’clock on 
that date. 

Eventually the total sub- 


them every three months 

under the quarterly dividend custom 
of the institution; second, potential 
customers could be brought quickly 
to a decision to become depositors 
once they became financially inter- 
ested in the welfare of the bank. 

The case, consequently, presents 
some points of interest as suggesting 
ideas for other financial institutions 
planning to increase their capital stock. 

A preliminary offering of the stock 
was made to a number of those who 
qualified in one of the two classes 
above, and was made through the 
medium of the following letter which 
was mailed on a Wednesday night to 
a select list of approximately 500 
names: 


Our board of directors has declared a 
stock dividend of 75 per cent to our present 
stockholders, this being the second in our 
history, as a stock dividend of 3314 per 
cent was paid six years ago in April. 

Coincident with their decision to declare 
this stock dividend, in order to enable us 
to care in a better way for increasing busi- 
ness they determined, subject to the ap- 
proval of our stockholders, to sell an 
additional 1,500 shares of stock at $225 per 
share. If this is done the capital of our 
bank will then be $500,000, its surplus 
$300,000 and undivided profits $237,500 
with strong reserve accounts to care for all 
contingencies. Our deposits are now 
ranging between seven and a half and 
eight millions of dollars, and we should 
continue to earn handsomely on _ the 
increased capitalization. 

The stock of the Merchants Bank has 
always been closely held. It is our idea 
in placing this new stock to see that it falls 
into the hands of those who are our valued 
depositors and others who would make 
desirable stockholders. By doing this we 
hope to accomplish our wish that the stock 
be held as an investment. To that end we 
invite you to subscribe to the new stock. 

Attached to this letter is a subscription 
blank which we enclose for your con- 
venience, that you may advise us promptly 
of your decision. The amount covering 


In writing to advertisers please mention The Burroughs Clearing House 


scription reached the point 
where thoughtful consideration of each 
subscription was necessary, as to the 
list of eighty-odd original stockholders, 
there were added well over three hun- 
dred new shareholders, many of them 
with subscriptions in for large blocks 
of the new stock. The apportionment 
of the stock gave the management of 
the bank an opportunity to place it in 
the way they thought most equitable, 
and to the best interest of the old 
stockholders, the new stockholders, 
and the bank. 

With a list now of over four hundred 
stockholders to call on to assist in 
building up the Merchants Bank, 
the New Business Department of that 
institution feels that in its new environ- 
ment, it has an opportunity for a much 
broader scope of work. 

An increase from 80 to 400 hundred 
stockholders should add to the ef- 
ficiency of any New Business Depart- 
ment. 

The advertisement reproduced here- 
with was published in the Mobile 
newspaper on Friday, the day following 
the over-subscription of the stock. 
The financial and business community 
of Mobile took a great deal of interest 
in the step taken by the Merchants 
Bank. 


THE AWARD 
of the largest contract ever 
given for Savings Literature 
is just further evidence of 
the soundness of the 
Reed Master Plan. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH U.S A 
FORM 4070°50M=9-2 4-aDV.(F4351) 
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for In the Dollar Savings and Trust Company, Wheeling, West Virginia, the Indexing Service Division 
ad of Library Bureau verified signature lists of both savings and checking accounts; installed the complete 
00 index to the savings ledger; read and checked approximately 150,000 cards; installed an L. B. Auto- 
matic Index in the correspondence files; installed a central information file of about 18,000 names and 
a created a classified mailing list of over 3,000 names. Note the L. B. Steel card record desk in foreground. 
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Ts, A big special job breaks into your This Division maintains a permanent 
n- bank’s routine. Perhaps it’s a ledger to staff of nearly 200 trained indexers, 
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cks vised, or some other unusual jobs such the particularly difficult tasks in any OO usy. 
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i i i en Wwno's goin 
of Who’s going to do it? Your own ordinary 
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know what that means: Night work; @ week or even mont 
a supper money expense; extra compensa- The speed and accuracy of these in- <i lilies 
tion; fatigued workers; inefficient work —dexers will astonish you. They have ~organises businesslibraryt 
wed during the day. initiative, and exercise intelligent judg- —revise your check files? 
in Of course, you could hire additional § ment. They are dependable. They know —systematize your credit 
nk. clerks temporarily. But who’s going to what to do, and how to do it without files? fl 
hat train them? What assurance have you _ disturbing the routine in your office. ae es? 
on- of ——— their oo their “Who’s going to do it?”—the little —number pass books? 
uch speed, their accuracy booklet illustrated at the right—de- 
How much easier, how much more scribes in detail what L. B.’s Indexin 
red satisfactory, how much more econom- __ Service Division can do for you. Mai 
ef- ical to turn over such special work to the coupon today for your free copy— 
art- Library Bureau’s Indexing Service and for literature on any of the other / 
Division. Six Big Divisions of L. B. Service. By ap 
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nity 
ynts Founded 1876 re 
New York Philadelphia Chicago | Plans I LMakes_ Installs | om, 
an Francisco New Orleans Lond ; Ilion, 1 
— Branch offices in 47 American [Card and filing systems ~ Cabinets ~ Supplies | 
Library Bureau, Cambridge, Mass. Send me booklet, “‘ Who’s going to do it?” and literature on other subjects checked 
1. Special Service 3. Filing Systems 4. Cond Systems 5. 6.Supplies, Conds 
Analysis Servi or Ban and Stee 
rer service Commercial Ledgers For Banks ened eoock Gomme 
Tht O Statistical Service ae 0 Index O Card Index Cabinets Fold 
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Mortgages O Mortgages D Counter-hight units 
3 hee O Bank Department O Statistics O Safe Keeping © Omnibuses J uides 
O Government Department O Withdrawal Savings Ledgers ©) and cellu- 


O Unit ledger system 


D Schools of Filing 0 Valuation 


Metal tip guides 


Write name and address in margin below and mail, with coupon above, to Library Bureau B.C.H. 9-24 
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WHEN you buy steel files you expect 
them tolast a lifetime. You havea right to. 
_ If more business men knew all about 
Baker-Vawter Steel Files, there would 
_ be many more concerns using them. 
We have been making them for 
i nearly twenty years; and the oldest 


promises, counts 


of them are still “youngsters.” 

If you measure cost by years of ser- 
vice—the right way to measure it— 
you'll find Baker- Vawter Files real econ- 
omy, even though their initial cost is 
higher than some. Often low first cost 


is rank extravagance. 


Quickly pays for itself 

You'll find our 5-Drawer Letter File a 

well designed, well built file. It’s as good 
a file as we can make — and we know 
how. 

It has five drawers; other stock files 
have only four. That's a 20% saving in 
floor space. Even at average city rentals 

4 Baker-Vawter 5-drawer files will pay 
their total cost in the saving of floor 
space alone, in 13 years;— and we 
wouldn’t think much of ourselves if 
these sections didn’t last two or three 
times 13 years. 


This individual drawer latch—on Sections and Unit- 
files—keeps a drawer always snugly closed when not 
in use. It’s one more of the many “‘little’”’ things that 
make our files a joy to work with. Your thumb natur- 
ally fits over this latch, and a slight squeeze as you 
open the drawer releases it. As you push the drawer 
shut, it latches. It stays shut, too. 


A new Unitfile 


One of the most convenient pieces of 
equipment for many offices is our Unit- 
file; single current filing units, made with 
one and two drawers. We make a good 
one; real Baker-Vawter quality, of 
course. It is a beautiful and lasting office 
utility. Eleven standard sizes for current 
filing. Use them singly,stack them toany 
height, or build them into handy office 


This sure grip Follower Block 
—on Sections and Unitfiles— 
glidesonthedrawer’s top edges. 
Nojamming; no reaching down 


in the dark, fishing for the re- counters. 
lease. It’s an exclusive Baker- 
Vawter feature. 
Simplified indexing 


Into Baker-Vawter steel files should go Baker-Vawter 


How to save storage space 


Put your transferred letters and pa- 
pers into Baker-Vawter Storage Units. 
They'll look well, save space, work well, 
and they'll last along time. They’ remade 
to. We make them better than some 
people think necessary; but they cost 
you no more because of it. 

The compact construction of these 
storage units has increased storage space 
20%—in some cases, fully 50%; at the 
same time they simplify the finding of 
letters and documents and also give pro- 
tection against dust and fire. 


These“‘sled runners”’ or die-formed rails,on the bot- 
tom edges of our Storage Units, are original and ex- 


_ clusive with Baker- Vawter. This device avoids drawer- 


friction to a marked degree. Even when heavily loaded, 
and stacked twenty high, any drawer in the stack 
may be opened and closed without undue exertion. 


indexes— folders and guides. Other makes will fit our 
files, but we know of no equipment which will exactly 
fit your needs and relieve you from worry, like ours. 
They're designed and manufactured to do just that— 
and more. 

Baker-Vawter's products are sold only by our own 


representatives all over the country, directly from our 
manufacturing plants to you. This offers you a trained 
corps of men in constant touch with headquarters, 
willing to consider your own interests first, and their 
own profits afterwards. That's good business, not altru- 
ism. We know it pays. 

Use the coupon. 


BAKER-VAWTER COMPANY 


Originators and Manufacturers Loose Leaf and Filing Equipment 
General Offices: BENTON HARBOR, MICHIGAN 


Attach to your letterhead and mail 


Baker-Vawter Company, Benton Harbor, Mich. 
Please send me illustrated folders checked below: 


FilingSections [] Storage Units [] Unitfles 
Filing Systems 


CH9 Mr. 


Manufacturing Plants at 
Holyoke, Mass. Benton Harbor, Mich. 
Kansas City, Mo. San Francisco, Calif. 
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